





o BUYERS OF 
ADVERTISING SPACE 


F you buy advertising space today, you have one tremen- 
dous advantage over advertisers of twenty-five years ago. 


Before 1914, men would have given an eye-tooth for the 
vital information on circulation which you can have for the 
asking —in A.B.C. reports. These reports give complete, 
authoritative facts to guide your buying and to make your 
advertising more effective. 

A.B.C. reports reveal and analyze NET PAID CIRCULATION—the 
true measure of advertising value. A.B.C. reports answer these three 
vital questions about circulation: how much is there? where is it? how 
was it obtained? The answers give verified information on quantity, 
and an important index on quality of circulation. 


Don’t fail to make use of this great advantage. Before you buy space 
in this or any other publication, get the A.B.C. report. Study it. Deter- 
mine how the circulation meets your requirements. Then buy with 
the knowledge that you are buying wisely and effectively. 


Our circulation is fully audited in our latest A.B.C. report. We are 
proud of this report and will be glad to give you a copy 
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REALIZATION VERSUS HOPE 


The men whose pictures you see on this 
page are living examples of a definite plan 
in operation. Certain characteristics are com- 
mon to each. 

They are young men of character. They 
have demonstrated their ability to sell life 
insurance successfully. 

They have a keen ambition to advance 
themselves in their chosen line of work. 
They are willing to work hard to satisfy that 
ambition. They are on the road toward a 


JAMES F. RAMSEY realization of their desires. 


General Agent 9 
Chicago Why: 














JOHN F. WALSH 
Resident Asst. Superintend- 
ent of Agencies 


Because the Home Life has a definite plan Chicago 
P. H. YEOMAN of operation. 
General Agent Because adjustments due to change of job 
ne or change of territory, etc., are facilitated by 
that plan. Because every possible assistance 
is given to enable them to demonstrate under 
favorable circumstances and without great 
sacrifice. 

Because the Home Life Plan embraces defi- 
nite activities, definite objectives and definite 
results. Because actual requirements and ac- 
complished results receive prompt recogni- 
tion. 

The average age of these men is 33 years. 
Their advancement has not been slow. 
D. D. JOHNS As each goes forward, another young man 

General Agent must step in line because the promotion of Ou Eanes 
New York City young men of ability is a continuing process AscltGht Superintendent 


VOR Ws OL EMAN in Home Life’s company program. of Agencies 
General Agent New York City 
Washington, D. C. ; 











DAN H. BOYD A. HILLMAN HOLMBERG EDGAR S. HASSARD FRANCIS H. LOW 
Field Assistant Field Assistant Field Assistant Field Assistant 
New York Chicago New York New York 





THE NATIONAL UNDERWRITER Life Insurance Edition. Published weekly by The National Underwriter Company. 
Office of publication, 175 W. Jackson Blvd., Chicago, Ill. Forty-second year. No. 45. Friday, November 11, 1938. 
$3.00 per year, 15 cents per copy. Entered as second class matter, June 9, 1900, at the post office at Chicago, IIl.. 
under act of March 8, 1879. 











H 
ntend- 


lent 











LIFE 
INSULZANCE 
EDITION 


FreNATIONAL 
UNDERWRITER 





Forty-second Year—No. 45 


CHICAGO, CINCINNATI, NEW YORK AND SAN FRANCISCO, FRIDAY, NOVEMBER 11, 1938 


$3.00 Per Year, 20 Cents a Copy 





Local Association 
Development Key to 
National Program 


Holgar Johnson Outlines 
Objectives—Change Mid- 
Year Meeting Set-Up 


PEORIA, ILL.—The objectives of 
the National Association of Life Under- 
writers under his administration were 
outlined by President Holgar J. John- 
son, Pittsburgh general agent Penn 
Mutual Life, at the fall meeting of the 
Illinois Association of Life Underwrit- 
ers at Peoria. The National association 
exists only by virtue of the fact that it 
is in position to assist the local groups, 
he said. During the coming year local 
units will be encouraged to assume 
more leadership as the real work of the 
association is done by the local groups 
and that is where the National associa- 
tion’s fundamental strength develops. 
Mr. Johnson rejected the idea that be- 
cause the National association is on top 
it should impose its ideas on the local 
units. In keeping with Mr. Johnson’s 
program an entirely new setup will be 
adopted for the National Council meet- 
ing in Louisville next spring. Local 
representatives will sit in legislative 
session and will speak for their local 
groups. An effort will be made to find 
out what the local organizations want 
done instead of telling them what the 
National association wants done. 


Great Opportunity in St. Louis 


There is a great opportunity for build- 

ing a strong meeting for the 50th anni- 
versary celebration in St. Louis in 1939. 
Mr. Johnson proposes to take advantage 
of third party influence and to have not- 
able outside speakers on the St. Louis 
program. This will give prestige to 
the business. A drive will also be made 
to secure 100 percent local representa- 
tion at St. Louis. 
_ Last year the National association de- 
liberately limited its activities on the 
agency practices agreement in order to 
let the movement simmer. This year 
the agency practices agreement will be 
pushed with renewed vigor by the Na- 
tional association, said Mr. Johnson. 
Every company has a right to operate 
as it pleases, but it will usually do what 
the field wants. The agency Practices 
agreement is necessary in raising pres- 
tige by cleaning house and improving 
the agency setup. 


Series of Pamphlets 


The National association is going to 
publish a series of pamphlets which it 
will distribute each month to its 27,000 
members. Each pamphlet will answer 
One or more of the questions about life 
insurance which are being asked by the 
Public, Providing this information will 


aid in public relations as it is estimated 
(CONTINUED ON PAGE 11) 


WASHINGTON, D. C.—One angle 
about which speculation has been rife 
in connection with the insurance side of 
the federal “monopoly” investigation is 
the SEC’s attitude toward private sales 
of securities direct to large institutional 
investors, especially life companies, 
thereby avoiding the necessity of regis- 
tration with the SEC. There have been 
reports that the SEC was irked by this 
practice and viewed it as an evasion of 
the spirit, even if not the letter, of the 
law giving the SEC power to regulate 
the public sales of securities. At SEC 
headquarters, however, there appears to 
be not the slightest disposition to re- 
gard private deals as an evasion of the 
intent of the law nor does anyone seem 
to feel that the SEC’s powers should 





NO NEED FOR ALARM 


Fair Treatment in Monopoly Probe Is 
Probable, Considering All Factors 


By ROBERT B. MITCHELL 


entire capital market. It is a situation 
which has created much discussion but 
it is a relatively new development and 
one about which the SEC is still in the 
process of accumulating information. 
One angle is that small investors are 
pretty much excluded from the invest- 
ment market if the bulk of financing is 
done through big borrowers doing busi- 
ness direct with big lenders. 


President’s Message Gives Purpose 


So far the SEC is concerning itself 
solely with the financial side of life in- 
surance. A’ clearer concept of the 
SEC’s life insurance activities may be 
had by referring to President Roose- 
velt’s message of April 29, in which he 
outlined the ground he desired to have 








as the “monopoly investigation, 


_ The National Underwriter has recognized in its true significance the 
importance of the “temporary national economic committee” as it is cor- 
rectly known, whereby the SEC is to make an investigation “on monopoly 
and the concentration of economic power in and financial control over pro- 
duction and distribution of goods and services.” This is popularly known 
” which is more or less of a misnomer. 
Desiring to get first-hand information The National Underwriter dispatched 
Robert B. Mitchell, associate editor at its New York office, to Washington, 
D. C., where he had interviews with those in authority and secured valu- 
able material, the first contribution appearing in the issue of Nov. 4. 








be broadened just to give it control over 
all financing. In fact, the SEC’s pres- 
ent attitude appears to be that these 
transactions are none of its business 
and that if borrowers and lenders can 
save money by dealing direct there is 
no reason why they shouldn’t do so. 

So much for the SEC’s attitude to- 
ward the principle of the private deal. 
At the same time, the SEC is very 
much interested in the purchase of huge 
blocks of bonds or stocks by life com- 
panies or other investors as having a 
bearing on the concentration of eco- 
nomic power, whether these large hold- 
ings are obtained through direct deals 
or through established dealers in securi- 
ties. 


Has Made Study Since 1934 


The SEC has been studying private 
deals since 1934. It likes to keep abreast 
of these deals but has so far had no 
trouble doing so. While it has no juris- 
diction over private placements in gen- 
eral, it does have authority in utility 
holding company setups, since the SEC 
has jurisdiction over holding companies. 
The reason for control in such cases is 
not for the protection of the borrower 
but to enable the commission to deter- 
mine whether the contemplated loan 
will unduly tax the utility’s financial 
structure. With complaints by invest- 
ment bankers that private deals are rob- 
bing them of business that should 
rightfully be theirs the SEC is not con- 
cerned. 

It is certain, however, that the SEC 
will continue to investigate thoroughly 
the effect of private financing on the 








covered in the investigation. Follow- 
ing is what he said about insurance 
companies: 

“The tremendous investment funds 
controlled by our great insurance com- 
panies have a certain kinship to invest- 
ment trusts, in that these companies in- 
vest as trustees the savings of millions 
of our people. The Securities & Ex- 
change Commission should be author- 
ized to make an investigation of the 
facts relating to these investments with 
particular relation to their use as an 
instrument of economic power.” 

While the foregoing is the only ref- 
erence to insurance other sections “of the 
message are equally interesting as indi- 
cations of the general trend of the in- 
vestigation. The whole message is 
based on the concept that a concentra- 
tion of economic power exists which 
makes it possible for large, powerful, 
well-financed industries to keep prices 
up by curtailing production in spite of 
conditions which would otherwise call 
for a lowering of prices. President 
Roosevelt pointed out that some lines 
of business, large and small, are genu- 
inely competitive. 


Lists the Effects of Monopoly 


“Often these competitive industries 
must buy their basic products from 
monopolistic industry, thus losing, and 
causing the public to lose, a large part 
of the benefit of their own competitive 
policy,” the President pointed out in his 
message. “Furthermore, in times of re- 
cession the practices of monopolistic in- 
dustries make it difficult for business or 

(CONTINUED ON PAGE 10) 





Tuesday's Election 
Affects Many of 
the Commissioners 


Republican Governors Will 
Naturally Turn to Their 
Own Group 


From al! indications there will be a 
lot of new faces in insurance commis- 
sioners’ offices after governors take 
their seats next January if there is no 
definite term fixed. Therefore, the mid- 
year meeting of the National Associa- 
tion of Insurance Commissioners at Des 
Moines may be a session of “lame 
ducks” comparable to the memorable 
meeting at St. Petersburg, Fla. some 
years ago just after the great Demo- 
cratic landslide when so many Repub- 
licans were swept far from their moor- 
ings. California elects a Republican 
governor, which means the ultimate de- 
capitation of Commissioner Goodcell, 
recently appointed. Governor Cross of 
Connecticut, the college professor of- 
ficial, goes out of office. If that means 
the dethronement of Commissioner J. C. 
Blackall it will bring great regret to 
all as he is one of the most competent 
supervisors in the country. Iowa seems 
to have elected a Republican which may 
affect Commissioner Maurice Pew, who 
will be the commissioner host at the 
forthcoming Des Moines meeting. He 
too is highly regarded. Maryland, 
which has been Republican, elects a 
Democratic governor but Commissioner 
W. S. Hanna seems to hold out regard- 
less of who heads the state govern- 
ment. Massachusetts swings into the 
Republican column again and this may 
have an effect on Commissioner C. F. J. 
Harrington who is an insurance man, 
has started in office with real under- 
standing and is giving great satisfaction. 
Governor Murphy is defeated in Mich- 
igan which probably means the removal 
of Commissioner Gauss, who is a most 
competent official. Minnesota also 
swings into the Republican column 
which will mean a successor to Com- 
missioner Frank Yetka. He, by the 
way, was the first commissioner ever 
appointed that resided outside of the 
Twin Cities. 

New Jersey Republican 


New Jersey likewise has elected 
a Republican governor but it will not 
affect the department so much as Dep- 
uty C. J. Gough, constitutes the depart- 
ment himself and continues in office. 
The Republicans capture Ohio, which 
means a new superintendent there to 
succeed Robert L. Bowen. Pennsyl- 
vania, which prior to the big landslide 
of a few years ago to the Democratic 
columns, has been one of the strong- 
holds of Republicanism, returns to its 
old colors, which, of course, means an- 
other commissioner to succeed the 

(CONTINUED ON PAGE 11) 
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AT THE LIFE AGENCY OFFICERS-SA LES BUREAU MEETING IN CHICAGO 
R. B. Sturtevant, vice-president Ohio National Life; Karl Ljung, assistant 


Tor Row (left to right)—R. E. Irish, vice-president Union Mutual 
Life, Maine; D. E. Jones, vice-president Continental American Life; F. J. 
Budinger, Chicago general agent Franklin Life; Miss Joy M. Luidens, 
secretary Chicago Life Underwriters Association; Raymond F. Low, presi- 
dent American Reserve Life, Omaha; K. R. Miller, manager of agencies 


Atlantic Life. 


Seconp Row—A. C. Louette, vice-president Peoples Life, Ind.; Walter 
E. Webb, Los Angeles; A. D. Lange, editor “Estate-O-Graph,” Indian- 
apolis; A. A. McFall, vice-president Columbian National Life. (Above) — 


secretary Jefferson Standard Life. 


(Below)—H. W. Anderson, assistant 


superintendent of agents Travelers; J. P. Carroll, superintendent of agents 


Lincoln National Life. 


Bottom Row—G. A. Adsit, manager of agencies Girard Life; R. B. 
Richardson, president Western Life; Alex C. Wellman, vice-president 
Protective Life; Ben Williams, assistant superintendent of agents Bankers 
Life, Des Moines; J. C. Higdon, vice-president Business Men’s Assurance: 
G. C. Capen, superintendent of agents Connecticut General Life. 








Guardian‘s New Plan 
of Salesmanship Is 
Pronounced Success 


The annual “President’s Month” 
campaign, held in October by the Guar- 
dian Life in honor of President Carl 
Heye, saw its new sales method—the 
“Graph-Estate’—given its first field- 
wide applicaton. 

Introduced at eight regional meetings 
during September at centrally located 
cities, the “Graph-Estate” was well re- 
ceived, and despite the general neces- 
sity of spending several weeks in in- 
tensive study and practice, better than 
50 percent of all producers last month 
used the new sales plan to some extent 
in their selling, with 90 percent of that 
group making at least one “Graph-Es- 
tate” sale. ; 

Tangible evidence of the plan’s effec- 
tiveness is seen in an average size of 





for 32 percent of last month’s produc- 
tion. 

The average size of policy sold with 
the “Graph-Estate” was $5,165—59 per- 
cent greater than that recorded through 
non-“Graph-Estate” methods in Octo- 
ber. 


Leading Agencies 


The ten leading agencies ranked by 
percentage of achievement of special 
quotas of new lives assigned—were 
Portland, Ore, Indianapolis, New York 
(Doremus), Denver, Chicago (Broad- 
dus), Cleveland, New York (Bragg), 
New York (Eisendrath), and Fargo, 
with New York (Birnbaum-Rooney) 
and Seattle tied for tenth place. 

Four-fifths of Denver’s production 
and half of Indianapolis’s, New York 
(Doremus’s,) Chicago (Broaddus’s,) and 
Cleveland’s, was secured through the 
“Graph-Estate,” with lesser percentages 
for the remaining leaders. 

Among the individual producers, 
Jack Leventhal of New York (Dore- 
mus) was first in number of new live 


policy written which was 15 percent! written, with D. H. Jones of Fargo, 


higher than the average prior to its in- 
troduction, The plan was responsible 


second, and J. C. Gregsamer of. Chicago 
(Hoffman) third. 








Aetna Life to Start 
Training School 


The Aetna Life officials have been 
very much impressed with the Aetna 
Casualty & Surety training school, The 
casualty department has conducted 
these schools of instruction for agents, 
each lasting about four and a half weeks. 
This year seven were conducted. At 
this time it has over 1,500 graduates. 
These schools have been conducted for 
the last few years. The only experi- 
ence that the life department has had 
in selection, training and supervision 
of men by the home office has been in 
the group department. Each year a 
small contingent of outstanding young 
men is selected from various colleges 
and put through a school of from two 
to three months duration at Hartford. 
They are then sent to the various of- 
fices as home office representatives of 
the group division. The experience 
with the group department has been 
very successful. Therefore, the life de- 
partment plans to hold a school of its 
own, the first to start Jan. 16. 





N. Y. Amendment 
for State Health 


Insurance Adopted 


NEW YORK—Amendment No. 8 to 
the New York state constitution, giving 
the legislature power to use the states 
money and credit for social welfare pur- 
poses, including health insurance anc 
old-age pensions, won by a substantial 
margin. There was delay in giving out 
the exact figures, as precedence in col- 
lecting and tabulating figures was given 
to determining the fortunes of the vari- 
ous candidates. ; 

The social welfare amendments 
health insurance feature was opposed by 
insurance men and many others as put- 
ting a needless burden on the working 
man’s earnings to provide free medical 
care, when what the worker primarily 
needs is more money for the usual ne- 
cessities of life. From a business angle 
it was opposed as putting the state into 
the insurance business. 





Read The Industrial Salesman, mee 
year. 420 BE. Fourth Street, Cincinnatl 
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Many Underwriting 
Points Are Reviewed 
by Home Office Men 


Over 100 Attended 
Annual Gathering of 
Institute at Louisville 


LOUISVILLE— Over 100 attended 
the annual meeting here of the Institute 
of Home Office Underwriters. 

President Emmett Russell, Jr., ordi- 
nard underwriter Life & Casualty, 
opened the meeting. L. C. Cortright, 
vice-president of the Kentucky Home 
Mutual Life, presided. Ellsworth Regen- 
stein, president Kentucky Home Mutual 
Life, greeted the visitors. 

W. K. Fritz, Lamar Life, reported 11 


new members. James E. Powell, agency 
vice-president of the Provident Life & 


Accident,- talked on “Accident and 
Health Underwriting.” C. F. Barney, 
manager underwriting department 


American United Life, spoke on “Under- 
writing Between the Lines.” J. R. Leal, 
vice-president and secretary of the 
Interstate Life & Accident, discussed 
“Underwriting Reinstatements.” 


Dingman Gives Talk 


Robert B. Sturtevant, vice-president 
Ohio National Life, introduced Dr. H. 
W. Dingman, vice-president and medi- 
cal director of the Continental Assur- 
ance, who spoke on “Underwriting Per- 
spective.” 

_W. H. Harrison, actuary, Ohio Na- 
tional Life, presided at a clinical session 
on unusual cases. Each case was dis- 
cussed pro and con and then voted on 
by the group as to whether the policy 
should be accepted. 

_On the last day there were two sec- 
tions covering ordinary and industrial. 

D. J. Tribble, Jr., chief underwriter 
Jefferson Standard Life, presided at the 
ordinary section. Edward King, Hooper- 
Holmes Bureau, spoke on “The Inspec- 
tor Looks at the Report,” in which he 
reviewed the problem of the inspector. 

Dr. R. L. Marshall, vice-president 
Lafayette Life, was unable to be pres- 
ent to give his talk. 

John L. Briggs, assistant secretary 
Southland Life, reported on ‘“Conserva- 
tion in Underwriting.’ F. S. Finch, 
assistant secretary United Benefit Life, 
talked on “Over-Insurance.” H. M. 
Shoemaker, manager inspection depart- 
ment Volunteer State Life, was absent 
and his paper on “Aviation” was read 
by Mr. Tribble. 


Reviews Liquor Industry 


M. S. Niehaus, secretary Gulf Life, 
reviewed “Trends in Underwriting the 
Liquor Industry.” He covered those 
in the distribution end of the industry, 
such as barmaids, bartenders, truck driv- 
ers, from the moral risk and rate stand- 
point. Paul Briney, chief underwriter 
Kentucky Home Mutual Life, talked on 
The addition of double indemnity and 
Waiver of premium to existing policies.” 
Such action should be based on the risk 
involved, he said. 

C. L. Grover, industrial underwriter 
Life & Casualty, presided over the in- 
dustrial section. A. A. Biggio, manager 
weekly premium department Liberty 
National Life, covered “Current factors 
in industrial underwriting, and present 
methods of training agents in selection 
of risks,” 

w.. 2. Weaver, vice-president Liberty 
National Life, talked on “Underwriting 
Benefits on Industrial Policies.” W. 
-. Stovall, manager industrial depart- 
(CONTINUED ON PAGE 9) 





Current Factors in 
Industrial Business 


A. A. Biggio Addresses 
Institute of Home Office 
Underwriters Meeting — 


Current factors in industrial under- 
writing and present methods of train- 
ing agents in the selection of risks were 
discussed by A. A. Biggio, general man- 
ager weekly premium department Lib- 
erty National Life of Birmingham, Ala., 
before the Institute of Home Office Un- 
derwrters in Louisville. The present 
health condition of the applicant, per- 
sonal background, including family his- 
tory and present mode of living; acci- 
dent hazards which may influence the 
mortality, persistency and agency con- 
trol he gave as current factors. 

As far as the physical examination is 
concerned, the chief problem is not 
present accepted medical standards, “but 
are we receiving the correct informa- 
tion from our medical examiners?” he 
asked. “While our medical directors 
have been doing a good job in recent 
years in selecting their staff of exam- 
iners, there is still much improvement 
to be made along this line. The ex- 
pense attached to medical examination 
has always been and is now a heachache 
to industrial underwriters. Many sug- 
gestions have been advanced as to the 
proper dividing line between medical 
and nonmedical cases. Most companies 
have different limits and approach the 
problem from different angles,” he said. 

Mr. Biggio said that his company ex- 
amines cases over 54 years of age and 
over 45 when the amount of insurance 
is in excess of $500. Other companies 
examine all cases and still others ac- 
cept all cases nonmedical. Several 
companies, he said, have experimented 











Connecticut Mutual in 
Billion Dollar Class 


The Connecticut Mutual has 
just become one of the select 
group of 15 life companies in the 
United States to have a billion or 
more of ordinary business in force. 
A gain of $2,423,956 for October 
raises the total in force to $1,000,- 
041,057, a gain of $20,899,989 since 
the first of the year. 

New paid for life in October 
amounted to $8,349,369, a gain of 
4.2 percent over October, 1937. 








with the possibility of equipping assist- 
ant managers and special agents with 
blood pressure instruments and requir- 
ing blood pressure reading with each 
personal inspection. “It is my opinion 
that this experiment will prove unsuc- 
cessful and that we can expect no re- 
lief from that approach. A question we 
must determine is whether our com- 
pany’s limits of nonmedical are correct. 
Can we handle more efficiently and with 
less expense all industrial business on 
nonmedical basis? Should the non- 
medical limit of our company be 45 in- 
stead of 55, or should we have all cases 
medically examined?” 


Personal Background 


In considering the personal back- 
ground of the applicant, he said there 
are many current factors that are an in- 
fluence on mortality experience. The 
repeal of prohibition has to a certain 
extent solved the habit problem and it 
is possible to determine with reasonable 
accuracy the drinker from the total ab- 
stainer. Another factor is the general 
improvement in the industrial living 
conditions. However, all current factors 
are not favorable toward underwrting 
the risk from every angle, he said. The 

(CONTINUED ON PAGE 12) 








because of life’s uncertainty.” 


Here are two examples :— 


direly needs.” 
2. The husband did— 


20-year monthly income. 


Independence Square 





“1 Am Depressed’’ 


“Life insurance was born, and has so mightily flourished, 


thirty or forty years ago, and there is no better “reason why.” 
True, we say nowadays that life insurance is for the living as 
well as for their survivors. Yet, the survivors still come first! 


1. The husband wouldn’t— 


A letter from one of our representatives says—“I am 
depressed by the death of a fine young man of 36, who was 
drowned yesterday. Have been after him for two or three 
months, but he couldn’t be moved by any plea or argument. 
He leaves a wife and children with but $2,000 of insurance, 
when he could have left the $5,000 more which his family 


A lawyer, policy dated August 30, 1938. Acute appendi- 
citis on October 8. His wife received $1,000 cash, and has a 
The return over cost, $5,479.72. 


The sickle never ceases its reaping, and for none does it 
have a fixed time or season. The hearse motive, always to be 
avoided if possible, sometimes must ruthlessly be used. 


*’ + 


THE PENN MUTUAL LIFE INSURANCE CO. 


Wm. H. Kinastey, President 


That declaration was framed 


PHILADELPHIA 




















N.Y. Department 
Firm on Written 
Tests for Agents 


Feels Underwriters Asso- 
ciations Can't Adequately 
Protect Public 


NEW YORK—In spite of the oppo- 
sition of the New York State Life Un- 
derwriters Association the New York 
department and its insurance law re- 
vision committee, headed by Prof. E. 
W. Patterson of Columbia University, 
are sticking by the proposed code’s pro- 
vision for written examinations as a 
prerequisite for licensing of life agents. 
The state association’s position was 
given in THE NATIONAL UNDERWRITER 


for Sept. 23. It argued its case recently 
at a special hearing in Albany. 
Professor Patterson expressed the 
view this week that despite the good 
work being done by those in the state 
association, the number of licensed 
agents who are not represented in the 
state association is so much larger than 
those who are represented that the 
public needs protection which the state 
association is not in a position to give. 


Majority Not Affected 


Saying that the state association in- 
cludes only about 3,000 agents as com- 
pared with the insurance department’s 
total of approximately 20,000 licensed 
life agents, Professor Patterson empha- 
sized the need of making sure that the 
approximately 17,000 agents unrepre- 
sented in the state association have at 
least enough knowledge of the different 
types of contracts to be able to give the 
public accurate advice. He believes 
that written examinations are necessary 
and will ultimately benefit the agents, 
the companies, and the public. 

“When you think of-the $26,000,000,- 
000 invested in life insurance assets you 
can see that the life insurance contract 
is for the average person the most im- 
portant contract he makes in his whole 
life,’ Professor Patterson pointed out. 
“The man who sells to him should be 
thoroughly qualified to explain the dif- 
ferent types of contracts and the public 
should be interested in having an un- 
derstanding of the main types available. 
We appreciate what the New York 
State Life Underwriters Association is 
doing in raising the qualifications of 
agents but the association has only 
about 3,000 members and the insurance 
department records indicate that there 
are at least 20,000 different life insur- 
ance agents licensed in New York 
state.” 


For Full-Time Agents 


As indicating the department’s sym- 
pathy with the state association’s pro- 
gressive ideals, Professor Patterson said 
that it is certainly desirable to protect 
the full-time agent but that the New 
York court of appeals has handed down 
a decision which makes it clear that any 
law requiring that all life agents be 
on a full-time basis would be held to be 
a violation of the state constitution. 
Hence, Professor Patterson explained, 
the only way to bring about the desired 
result is to exact qualifications in the 
way Of examinations that men will not 
meet unless they are going into the 
business seriously. 

Professor Patterson feels. that written 
examinations will tend to reduce the 
turnover among agents as well as cut- 
ting down the number of part-time 
agents. He observed that the large 

(CONTINUED ON PAGE 9) 
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N. Y. Managers Plan 
“Gridiron” Dinner 


Will Feature Annual 
Banquet for Their 
Home Office Executives 


NEW YORK—A gridiron dinner at 
which no one’s dignity will be safe will 
be the big feature of the annual dinner 
at which the New York City Life Man- 
agers Association entertains its home 
office officials. This year, in addition to 
home office guests and visiting general 
agents and managers, members may in- 
vite agency assistants and supervisors. 

President Gerald A. Eubank, manager 
Prudential, has appointed G. P. Shoe- 
maker, general agent Provident Mutual, 
as chairman in charge of entertainment. 
Mr. Shoemaker has had considerable 
experience in amateur dramatics, par- 
ticularly in the directing end. Assist- 
ing him will be R. G. Engelsman, gen- 
eral agent Penn Mutual, who suggested 
the gridiron dinner idea, and Abraham 
Rosenstein, manager Equitable Society. 

The dinner will take place at the 
Hotel Biltmore on Dec. 7. Heretofore 





these dinners have been held during the 
week of the Life Presidents’ association 
convention. This year however, it will 
occur during the succeeding week. 

At the usual sales management con- 
ference, which will begin at 2:30 in the 
afternoon, the following will speak: 
J. C. Elliott, general agent Penn Mutual, 
Newark, “Supervising Supervisors;” W. 
Ross Harper, general agent Aetna Life, 
Philadelphia, “Financing Agents;” L. E. 
Simon, general agent Massachusetts 
Mutual, New York City, “Stimulating 
Production.” Following each address 
there will be a 30-minute open forum 
on the speaker’s subject. This meeting 
will be open only to members and visit- 
ing general agents and managers. 

For the dinner, Osborne Bethea, 
Penn Mutual, is chairman of the com- 
mittee on attendance; J. J. Gordon, pub- 
licity; Charles Cromwell, Manhattan, 
seating. S. P. Davis, Phoenix Mutual, 
is general chairman. Requests for res- 
ervations to be sent to Mr. Davis, 60 
East 42nd street. 


Colorado Amendment Killed 


DENVER—Amendment No. 2, an 
initiated measure sponsored by the 
chiropractors, strongly opposed by the 
Colorado Association of Life Under- 
writers, Denver Association of Life 





Underwriters and Life Agency Man- 
agers Association, was defeated 3 to 1 
in .Tuesday’s balloting. The amend- 
ment would have permitted chiroprac- 
tors and other non-medical healers to 
practice in state hospitals. In a joint 
resolution the life insurance associations 
said the amendment would seriously 
affect welfare and health of the people, 
as unqualified, untrained persons might 
be permitted to render medical service, 
compound prescriptions, etc. 


N. Y. Code Hearings Nov. 16-18 


NEW YORK—Hearings on the life 
and casualty sections of the proposed re- 
vision of the New York insurance law 
will be held Nov. 16-18 at the State 
office building, New York City. Assem- 
blyman R. Foster Piper, chairman ot 
the joint legislative committee on insur- 
ance law revision, will preside. Life in- 
surance sections of the revisions will be 
taken up Nov. 16-17, and the casualty 
sections the following day. Sessions will 
start at 10 a. m. and at 2 p.m. Life 
hearings will not cover industrial, on 
which special hearings will be held 
later. 


The new Income Indicators show your 
prospect why it pays to BUY NOW 
before the option changes go into effect. 
Send $1 for three to The National Under- 
writer, 175 W. Jackson Blvd., Chicago. 











One of a series — Giv- 
ing facts about the 


Fidelity. 





he 





LIKE MEASLES 


In olden days measles, like many other “catching” dis- 
eases, were supposed, inevitably, to run their course 
through a community, after which a certain immunity 
would be enjoyed for a period. But when medical science 
found that the simple diseases of childhood were serious 
in their after effects it was not long before vigorous and 
effective steps to guard against them were taken. 


So it has been with waves of economic maladjustments 
which periodically have swept the country—leaving in 
after years a train of financially crippled older people. Not 
much, it was thought, could be done about it. But Fidelity 
found a way to guard against such a contingency and 
originated the “Income for Life’’ plan in 1902. 


Fidelity agents have profited by the emphasis it has 
placed on the “Income for Life’’ plan—profited by asso- 
ciation with the company which originated this cure for 
financial distress in old age. 
guard against the inevitable collapse of the economic nos- 
trums now so widely exploited. Fidelity agents will profit 
by the rebound. 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT. President 


“Income for Life’’ stands 

















‘Comparison 's Made 
with Other Fields 
as to Stability 


C. O. Fischer Presents 
Important Facts About 
Life Insurance Conditions 


“The stability of consumer acceptance 
of life insurance as a vital factor in the 
economic security of the American peo. 
ple, is indicated by a comparison of the 
national income with the premium in. 
come of life companies,” said C. 0, 
Fischer, vice-president Massachusetts 
Mutual Life, in addressing the Cleve. 
land Life Underwriters Association, 
Continuing, he said: 

“In 1929 the national income was 
$83,000,000,000, dropping to a low of 
$39,400,000,000 in 1932 and rising grad- 
ually to $67,400,000,000 in 1937. In 1929 
the premium income of life companies 
in the United States was $3,600,000,000 
with a very gradual increase in 1930 and 
1931, followed by a slight decrease to 
a low of $3,500,000,000 in 1933, and then 
rising to $3,995,000,000 in 1937.” 


Life Insurance in Force 


Mr. Fischer then pointed out the 
growth of life insurance in force from 
$163,000,000 in 1860 to $109,000,000,000, 
excluding group, June 30, 1938. He said 
that while this figure is beyond the 
comprehension of perhaps a majority 
of the population, still it is inadequate 
to offset the income earned by the 
American people, for even a reasonably 
safe period. 

Mr. Fischer exhibited a chart show- 
ing the breakdown of money which is 
paid out by life companies, the figures 
having been prepared by the superin- 
tendent of insurance of Ohio, showing 


the following: . 
ercen 


ent payments to  policy- 


holders 
Death claims 
Dividends paid or credited......... 
Surrender values and annuities paid 
Added to assets for future obliga- 
tions and contingencies 
All other expenses paid to other 
than policyholders 


“In 1936 the life companies,” said Mr. 
Fischer, “paid $2,400,000,000 in benefits 
to the American people. Of this huge 
sum $960,000,000 was paid as death 
claims, representing approximately 40 
percent of the total, and $1,440,000,000 
or approximately 60 percent of the to- 
tal were disbursed to living policyhold- 


ers. 

“It should be borne in mind that the 
$30,000,000,000 of assets of the life com- 
panies are funds managed in trust for 
the fulfillment of every provision set 
forth in the policy contracts held by 
64,000,000 policyholders, and are not the 
property of the companies. The life in- 
surance companies are more truly built 
by and for the people and are therefore 
more truly of the people than any com- 
mercial enterprise.” 

Discussing where life insurance dol- 
lars are invested, Mr. Fischer exhibited 
a chart showing the following: 


Mortgage loans 

U. S. government bonds 

Railroad bonds and stocks 

Policy loans (to policyholders)... 
Public utility bonds and stocks... 
Real estate 


Miscellaneous bonds and stocks... 
Other assets 


“You will be interested,” he said, “in 
a few comparisons of life insurance 1- 
(CONTINUED ON PAGE 25) 
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McEvenue Elected 
Research Bureau 
Board Chairman 


Whatley Heads Executive 
Committee—Clark Life 
Agency Officers Chairman 


As was expected, Jerome Clark, vice- 
president and superintendent of agen- 
cies of the Union Central, was advanced 
from vice-chairman to chairman of the 
Association of Life Agency Officers at 
last week’s meeting. For several years 
it has been the custom to move the 
vice-chairman to the top position in the 
association after one year of service. 
Associated with him in the conduct of 
the organization’s affairs as vice-chair- 
man will be A. E. Patterson, vice-presi- 
dent Penn Mutual. The new members 
‘of the executive committee are Cecil C. 
Fulton, Jr., agency vice-president Home 
Life; F. H. Haviland, agency vice-presi- 
dent Connecticut. General, and V. H. 
Jenkins, vice-president in charge of pro- 
duction Occidental Life of California. 

S. C. McEvenue, general manager 
Canada Life, was elected chairman of 
the board of the Life Insurance Sales 
Research Bureau and R. E. Irish, vice- 
president Union Mutual, was named 
vice-chairman. S$. T. Whatley, vice- 
president Aetna Life, was elected chair- 
man of the executive committee of the 
Research Bureau. Other members of 
the committee are Jerome Clark, Mr. 
McEvenue, Mr. Irish, and H. T. Bur- 
nett, agency vice-president Reliance 
Life. 


Report on Agency Practices. 


At the closing session of the agency 
officers’ meeting, there were reports 
from the various committee chairmen. 
W. W. Jaeger, Bankers Life of Iowa, 
in reporting for the committee on 
agency practices, said that two addition- 
al companies, the Liberty National of 
Alabama and the Shenandoah Life, have 
signed the agreement during the year 
and that there are now 62 signatory 
companies. Mr. Jaeger described the 
movement of the committee as showing 
progress, saying that even the non-sig- 
natory companies are showing interest 
in it, asking questions about its opera- 
tions, etc. 

Mr. Jaeger said he thought the com- 
panies might consider the idea of pool- 
ing their information regarding the 
amount and diversification of their in- 
vestments in each state, this data to be 
given to the field men. He expressed 
the opinion that if a field man could 
give such information to prospects it 
would have the tendency to raise the 
public opinion of life insurance and to 
bring its operations close to home. Mr. 
Jaeger said the committee would have 
its next meeting in December. 

Joseph C. Behan, Massachusetts Mu- 
tual, reported for the national commit- 
tee for life insurance education. He 
outlined briefly the work that was done 
last year, recited the costs, and said 
that there is a modest balance in the 
treasury.. Grant L. Hill, director of 
agencies Northwestern Mutual, read the 
report of Cecil J. North, vice-president, 
who is chairman of the committee on 


the American College of Life Under- 
writers, 


Whatley Expects Upswing 

. DENVER—A marked upswing in all 
Inés of business may soon be antici- 

ped, S. T. Whatley, vice-president 
etna Life, reported here on the basis 








of interviews with life insurance and 
business men in many sections. 

“An improvement began back in Au- 
gust and is growing now. There is a 
general feeling of optimism everywhere 
that has been notably absent for more 
than a year. While some business men 
are not convinced that.the present im- 
provement is on a sound basis, I find 
the majority are convinced that at last 
we are on the right road back and the 
revival is not just a flash in the pan, 
resulting from government pump-prim- 
ing.” 

Mr. Whatley, who was guest of J. S. 
Edwards, Aetna general agent here, at 
a luncheon, left for El Paso, Tex. 








Los Angeles Agent Is Out 
to Break World’s Record 


LOS ANGELES—Hugh C. Terwil- 
liger, general agent Western Life of 
Helena, Mont., is out to break the 
world’s record for number of applica- 
tions written in one month, now held 
by Ernest B. Houghton of the Guardian 
Life at Rochester, N. Y., who estab- 
lished it in October, 1925, by writing 690 
applications. In an attempt to break 
the record in November, Mr. Terwilli- 
ger is conducting an extensive radio, 








newspaper and direct mail campaign. 
He has given three programs over radio 
station KFI and since Oct. 27 has been 
broadcasting daily over KIEV which 
will continue for five weeks. His direct 
mail campaign is covering about 6,500 
people made up of his friends and pol- 
icyholders, résidents of Highland Park, 
Los Angeles, where he lives, and ail 
agents and stockholders of the Western 
Life. His newspaper campaign will ex- 
tend over five weeks in his community 
newspaper. 

Prospect with accident and health. 
Read The Accident & Health Review. $2 


a year. 175 West Jackson Blvd., Chi- 
cago. 





FOLLOW THROUGH 


HE best prospect list in the world isn’t 
worth the notebook it is jotted down in, if 


the salesman has not developed a correct 


technique of following through. 


ee John Hancock training methods recognize 
the importance, not only of finding and qualify- 


ing the prospect, but of taking logical, tested 


ee steps which lead to the sale. 


It is the aim of John Hancock training 
literature and sales helps to stay with the agent 
until he gets the name on the dotted line—to 
help him “follow through”’ to the sale, which, 
in the last analysis, is only the logical conclusion 


of sound selling methods, correctly applied. 

















OWN HANCOCK MUTUAL LIFE INSURANCE COMPANY 





BOSTON MASSACHUSETTS UY WOE, Presidio 
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How Underwriting of Lite, 
Accident-Health Ditters 


The fundamental difference between 
the underwriting of accident and health 
and life insurance is that one deals with 
morbidity and the other with mortality, 
declared James E, Powell, vice-presi- 
dent Provident Life & Accident, in his 
discussion of accident and health under- 
writing before the Institute of Home 
Office Underwriters in Louisville. These 
are entirely, different factors, and mor- 
bidity is much more prevalent. He cited 
a sales pamphlet put out by an accident 
and health company which illustrates 
this point, although he said he could not 
vouch for the figures. It said: “In the 
span of a man’s life, he suffers an acci- 
dent eight times, is disabled by accident 





or sickness 17 times, but he dies just 
once.” 

The only way in which a life company 
is concerned with periods of disability is 
in the ability of the policyholder to pay 
his premium and keep his life policy 
in force. On the other hand, death from 
natural causes does not increase the li- 
ability of the accident and health com- 
pany, except for the period of disability 
preceding death. To that company it is 
not a question of whether a known phy- 
sical impairment will result in death, 
but whether it will result in a series of 
disabilities, each with a non-fatal result. 
A suppurative appendix will always re- 
quire from two weeks to two months of 
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DEFEAT THIS INJUSTICE 


Small children should not be deprived of a 


mother’s jealous care and companionship. 


A widowed mother left a reasonable amount 


of insurance will not have to relinquish her 


child to the care of others. 


Every time an insurance salesman places a 


policy adequate to a prospect’s needs, he has 


protected dependents against sorrow and dis- 


appointment. 


Ged) rudtential 


Jusurance 


Company of America 


Home Office, NEWARK, N. J. 











disability. Yet, with modern surgery, 
the percentage of fatal results after ap- 
pendectomy is small indeed. Almost 
every natural death is preceded by some 
period of disability, while the percent- 
age of cases where disability is suc- 
ceeded by death is, comparatively, ex- 
ceedingly small. 

While the work of various 
public health agencies is undoubtedly 
aiding ordinary life insurance by 
lengthening the average of life, it does 
not hold out any great hope for reduc- 
tion of losses on accident and health in- 
surance, for the present at least. In- 
creasing facilities for medical care, with 
decreasing cost to the individual, will 
probably bring about an increase in the 
number of days lost, particularly 
through temporary disability, rather 
than a decrease. 

He mentioned the practice of rating 
up impaired risks in life insurance, but 
said it is not practicable in accident and 
health, except in some cases with entire 
groups or occupations. He took up the 
use of waivers or riders and said that 
they offer some protection, but not as 
much as might be imagined. 

The sources of information open to 
underwriters in the two fields are prac- 
tically the same, except that in most 
cases there is no medical examination 
for accident and health insurance. In 
fact, it is quite generally considered: that 
if any case is sufficiently doubtful to 
warrant the securing of medicai exami- 
nation, it is, per se, unacceptable and 
should be declined. He took up in or- 
der the occupation, physical, moral and 
financial hazards. 


Part That Agent Plays 


Probably the greatest difference of all 
in the underwriting of accident and 
health insurance as compared to life is 
in the part the agent plays. Life pro- 
ducers are quite often called underwrit- 
ers, while Salesmen of accident and 
health insurance are usually designated 
by the commoner name of agent, “but, 
if the term ‘underwriter’ means ‘selec- 
tor of risks,’ no man in, the insurance 
business is more of an underwriter than 
the accident and health producer,” Mr. 
Powell said. Sucessful home office un- 
derwriting is almost impossible without 
the active, continued cooperation of the 
agent, the man who takes the applica- 
tion and who is the company’s point 
of personal contact with the policy- 
holder. 

This cooperation, he added, is proba- 
bly easier to get from the accident and 
health man than from the life man for 
two reasons: (1) Unsatisfactory rela- 
tions with policyholders in claim mat- 
ters can easily injure the reputation and 
standing of both agent and company. 
(2) Renewal equities under accident and 
health contracts are seldom guaranteed 
or vested and errors in underwriting 
judgment show up in a comparatively 
short time. While renewal commissions 
are not vested, it is intended that they 
be paid over a long period, but if the 
company finds it impossible to pperate 
successfully in a given territory or 
agency, it probably will retire, thereby 
causing the loss of renewal commis- 
sions. 


Economic Security Is Good 


“Economic security has always been 
the goal of civilization,’ Mr. Powell 
declared. “Accident and sickness are 
the greatest enemies of that security. 
Accident and health insurance offers 
the best solution of the problem ever 
devised in a nation of free enterprise. 
Like life insurance, it is human being 
insurance. Varying in detail, the fun- 
damental problems of its selection or 
underwriting are the same as in life in- 
surance, just as the fundamental prob- 
lems of production of the two lines are 
the same. Certainly, the goal is the 
same—more of economic security and 
less of privation and suffering in life, 
and more of economic security and less 
of poverty and want for our loved ones 
after our days of earning or even of liv- 
ing are over.” 








Will Preside 














LEIGH CRUESS 


Leigh Cruess, underwriti ig. vice-presi- 
dent of the Home Life, be chair- 
man of the morning session Nov. 18, 
when the Home Office Life Underwrit- 
ers Association meets in the Hotel 
Pennsylvania in New York City. 








L. A. Cerf. Sr.. to Speak 


L. A. Cerf, Sr., retired general agent 
of the Mutual Benefit Life in New York 
City and one of the most distinguished 
agency builders that the business has 
produced, will be the speaker at the 
dinner meeting of the New York City 
Life Underwriters Association Nov. 17 
at the Hotel Pennsylvania. Mr. Cerf’s 
son, L. A. Cerf, Jr., is president of the 
New York association. 


NEWS OF WEEK 


Many changes are prognosticated in 
the list of insurance commissioners fol- 
lowing Tuesday’s state elections. 

Pagel 
* *K x 


Robert B. Mitchell of New York City, 
associate editor of The National Under- 
writer, gives some observations that he 
made on the forthcoming SEC invention: 
Page 











tion of life insurance. 
* * 
Objectives of the new a 
of the National Association of Life Un- 
derwriters are outlined by President 
Holgar J. Johnson. Pagel 
2k * 


Guardian Life shows the results of its 
first month’s use of its new sales method, 
the “Graph-Estate.” Page 2 

* *k * 


Institute of Home Office Underwriters 
holds annual meeting in Louisville. 
P 


age 3 
* kK * 


Illinois Life Underwriters Association 
adopts progressive platform at Peoria 
meeting. Page7 

* * * 


S. C. McEvenue, general manager Can- 
ada Life, elected chairman of the board 
of Life Insurance Sales Research Bureau. 
Jerome Clark, Union Central, heads Life 
Agency Officers aaa Page 5 


C. O. Fischer, vice-president Massachu- 
setts Mutual, discusses stability of con- 
sumers acceptance of life insurance as 4 
vital factor in economy security. 
Page 4 
* * * 


Provident Life & Acci- 


J. E. Powell, 
dent, reviews differences between the 
underwriting of accident and health ane 


life insurance. Page 
* * x 


Revisers of New York law firm for 
written examinations for agents. 
Page 3 
* * * 


New York life managers plan — 
iron” dinner. Pag 
* * Ox 


Wallace W. True of the Equitable So- 
ciety, in speaking before annual meeting 
of National Association of Real Estate 
Boards, tells conditions under which com- 
panies are lending on industrial real 
estate. Page 13 
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Joliet Gets Illinois 
Annual Meeting 


Activities Cup to Be 
Awarded—To Seek First 
Place in State Membership 


By CHARLES D. SPENCER 


PEORIA—Plans were made for an 
active year by the Illinois Association 
of Life Underwriters at its semi-annual 
meeting here with President Philip B. 
Hobbs, Equitable Society manager of 
Chicago, at the helm. Joliet was selected 
for the annual meeting which will prob- 
ably be held in May. At Joliet the im- 
portance of association administration 
work will be recognized and the entire 
day before the annual sales congress 
will be devoted to that subject. 

Illinois intends to be at the top in 
membership by the end of the year and 
to accomplish this feat A. E. Mc- 
Keough, Chicago general agent Ohio 
National Life, who directed Chicago’s 
successful campaign for first place 
among the cities, was named member- 
ship chairman. To stimulate member- 
ship a new achievement cup will be 
awarded at the annual meeting, based 
mainly on membership gains with con- 
sideration given to other activities. 

President Hobbs opened the meeting 
and then turned it over to J. Hawley 
Wilson, Massachusetts Mutual Life, 
Peoria, National association trustee and 
head of the association administration 
committee. President Holgar J. John- 
son of the National association outlined 
the organization’s objectives for the 
coming year. 


Buckley Discusses Membership 


The Illinois association’s splendid 
membership record was reviewed by L. 
Mortimer Buckley, Provident Mutual, 
Chicago, retiring membership chairman. 
He told the Chicago association’s in- 
tense effort in increasing its membership 
to take first place among the cities, 
under leadership of A. E. McKeough. 
Since 1929 the Chicago association in- 
creased its membership four times and 
it is now over the 1,600 mark. 

One of the reasons for success in 
membership work in both Chicago and 
Peoria, has been the cooperation secured 
from industrial men. Frank J. Man- 
ning, Peoria manager of the Metropoli- 
tan Life, said that the key to getting 
industrial cooperation is not to dis- 
criminate between industrial and ordi- 
nary. 

President Johnson of the National as- 
sociation concurred with this thought. 
He also stressed the idea of continuity 
of membership and the thought that a 
member only joins once and thereafter 
pays annual dues. The invitational pro- 
cedure is more effective than the drive 
in gaining members, he said. 


Brunk Outlines Plans 


A. C. Brunk, Aetna Life, president of 
the Bloomington - Normal association, 
told of his successful association de- 
velopment work, repeating the able talk 
he gave at Houston. He outlined 
Bloomington’s civic cooperation plan. 
One member has been assigned to each 
of the 30 civic groups, to gain their co- 
operation. If some adverse publicity 
of legislative problems comes up the 
association thus has 30 representatives 
who can immediately contact the lead- 
ers in the community. The Bloomington 
association is celebrating its 20th anni- 
versary and this is being used as a 
means of expanding the organization. 
The Bloomington association has eight 
contact men to get in touch, distribute 
bulletins, etc., to its 75 members. Mr. 
Brunk believes in decentralizing of 
responsibility in order to get better co- 
Operation and two-thirds of the mem- 


bers have specific jobs or committee as- 


signments. 
Tom Lauer, Northwestern Mutual 
Life, extended the invitation for the 


spring meeting for Joliet. 

President Hobbs appointing the fol- 
lowing standing committee chairmen: 
Program, B. J. Stumm, Northwestern 
Mutual Life, Aurora; education, A. F 
Priebe, Penn Mutual Life, Champaign; 


extension, A. C. Brunk, Aetna Life, 
Bloomington; finance, L. Mortimer 
Buckley, Provident Mutual, Chicago; 


legislation, John L. Taylor, Mutual Life, 
Springfield; membership, A. E. Mc- 
Keough, Ohio National, Chicago. 

Miss Joy M. Luidens, presented her 
customary check for state dues as sec- 
retary of the Chicago association. Presi- 
dent Hobbs and C. F. Axelson, North- 
western Mutual Life, Chicago, past 
state president, extended an invitation 
to the Chicago jubilee celebration in 
December. 











ILLINOIS SHORTS 


A number of special luncheons were 
held in connection with the Illinois As- 
sociation of Life Underwriters’ meeting 
in Peoria. 

The Penn Mutual entertained 22 men 
with Frederick A. Schnell, Penn Mutual 
general agent Peoria, as host. 

Karl E. Madden, Davenport general 
agent, had seven men present. 

Cc. R. Golly, Equitable Society mana- 
ger, had a luncheon. 

With Robert B. Coolidge, superintend- 
ent of agencies of the Aetna Life, as an 
attraction, Lester 0. Schriver, Peoria 
general agent, was host to a group. 

There were 30 Massachusetts Mutual 
Life men at the Reuling & Williamson 
luncheon. 

The State Farm Life held a special 
gathering with A. H. Rust, executive 
vice-president, in charge. N. Eric Bell, 
state director, and R. H. Ewry, Chicago 
manager were present, 

Karl B. Korrady, vice-president and 
director of agencies, was host to a group 
of Illinois Bankers Life agents. 

* * xX 

Lester O. Schriver, past president Na- 
tional association, introduced President 
Holgar J. Johnson. Both were born in 
Middletown, Conn. 

* * * 

Karl E. Madden, Davenport, Ia., gen- 
eral agent Penn Mutual Life, was pres- 
ent with a group of agents from Daven- 
port and Rock Island. Tribute was paid 
to Mr. Madden for his assistance in 
developing the Peoria program along 
the lines which proved so successful at 
the Davenport congress last spring. 

* * * 

Walter S. Hayes, State Mutual Life 
general agent for eastern Iowa and west- 
ern Illinois, with Davenport  head- 
quarters, was on hand. 

* * * 

Members of the Peoria association up- 
held their traditional reputation of being 
perfect hosts. 





* * xX 

Philip B. Hobbs, president Illinois as- 
sociation, is a dynamic and nimble 
witted chairman. He talks rather cas- 
ually, then all of a sudden he raises his 
voice and forcefully emphasizes some 
point and follows that with some subtle 
wise crack. The change in pace keeps 
the audience on edge and provides a 
great deal of motivating power. 

* * x 

“First Place’ A. E. MeKeough, Chi- 
cago general agent Ohio National Life, 
will seek to duplicate his Chicago asso- 
ciation membership feat as head of the 
state membership body. 

* * x 

The Peoria greeters met National 
President Johnson, State President 
Hobbs, and W. M. Houze, Chicago gen- 
eral agent John Hancock, at the station 
with the police department’s riot call. 

* * x* 

Cc. F. Zeller, Northwestern Mutual, rep- 
resented the new Kankakee association 
as national committeeman. This organi- 
zation covers Kankakee county and has 
18 members. L. K. St. John, Prudential 
manager, is president; Frank A. Ra- 
lumbo, Mutual Life of New York, is vice- 
president; Louise Mercier, Union Cen- 
tral Life is secretary, and Whitney Fer- 
ris, treasurer. 

* * x 

Football scores were announced dur- 
ing the afternoon of the sales congress. 
They had particular significance inas- 
much as two of the leading visitors were 
university trustees, Holgar J. Johnson 
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being a University of Pennsylvania trus- 
tee, while C. F. Axelson is on the Uni- 
versity of Chicago's board. 

*x* * * 

James W., Stevens, Jr., formerly agency 
vice-president of the old Illinois Life, 
was on the Chicago train going to 
Peoria. He is now in the municipal 
bond business. 

* * * 

There were a number of veterans pres- 
ent. John L. Taylor, Mutual Life mana- 
ger at Springfield, has been with his 
company 31 years; H. M. Solenberger, 
general agent Mutual Benefit Life at 
Springfield and past president of the 
Illinois association, has been with his 
company 36 years, and C. F. Axelson, 
Northwestern Mutual Life, Chicago, past 
Illinois president, is a 28 year veteran. 

+ * 

Roy L. Davis, assistant insurance di- 
rector, was present, while Roy E. Davis, 
Aetna Life, president Peoria association, 
presided at the state banquet and at 
the afternoon session of the sales con- 
gress, 

*x* * x 

Harry Hoffman, sales supervisor North- 
western National, was a guest of his 
new Peoria general agent, W. M. Lateer, 
past president Illinois association. 

* * * 

Frank J. Manning, Peoria manager, in- 
troduced Samuel D. Risley, assistant su- 
perintendent of agencies in the Great 
Lakes territory for the Metropolitan 
Life. The Metropolitan Life also had a 
luncheon for managers. There was a 
large attendance of Metropolitan agents 


at the congress as a tribute to Mr. Risley. 
W. B. Buckley, Elgin manager, is secre- 
tary of the state association. 


* * * 
J. Logan Unland again demonstrated 
his outstanding ability as song director. 


*x* * * 

Jim Hack did a capable job as chair- 

man of the sales congress. 
*x* * * 

Although there was outstanding pro- 
fessional talent, R. A. Guest, the piano 
playing Mutual Life agent of Springfield, 
was forced to repeat his excellent per- 
formance of last year. 


Texas Companies Reelect 


Earl B. Smith, president Fidelity 
Union Life, Dallas, has been reelected 
president of the Texas Association of 
Life Insurance Executives. Also re- 
elected were Burke Baker, Seaboard 
Life, Houston, vice-president, and E. G. 
Brown, Southwestern Life, Dallas, sec- 
retary. Other members of the executive 
committee are A. Morgan Duke, South- 
land Life; D. Easley Waggoner, United 
Fidelity Life, and S. J. Hay, Great Na- 
tional Life, Dallas, and B. Werkenthin, 
American National, Galveston. 


E. W. Evans, secretary of the Scran- 
ton Life, was married Saturday after- 
noon to Miss Leonore Reese in the Elm 
Park Chapel in Scranton. The honey- 
moon is being spent in New York City. 


AMERICAN UNITED LIFE 
Nhs Fair on Wheebs 


TO THE CROSSROADS 


OF AMERICA 


With one of the greatest travelling exhibits ever 


assembled to show people how to live better and 


longer 


American United is offering life insurance 


agents everywhere an unequalled opportunity to 


align themselves with schools, chamber of com- 


merces, civic leaders, and outstanding men and 
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life-saving importance dbout 
which the whole country will 
Prelelsmel Mictl stele Me iM Mets Mele) va B (tt 
son in health and safety which 
can be used to help promole 


the welfare of your community 


to see it. 


the public 


rZosestcbombemietcsimmere)octosttbollit-smbeMer-titbelem ol-To}e)(-Meltt| 


This educational display is founded on the long - 
established belief of this company that one of the 
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* If you are interested in having American United 


American United is interested in 
developing new agents in small 
and medium sized towns—and 
has an agent's contract where 
by he operates under the direct 
supervision of the home office 
Write for details. 
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AT AGENCY OFFICERS-BUREAU MEET 


Top Row (left to right) —W. L. Baldwin, vice-president, and F. B. 
Betts, secretary Colorado Life; E. A. Krueger, manager field service, State 


Life, Indianapolis. 


Seconp Row—N. E. Glassbrook, division manager, Lansing, Mich.; 
John H. Evans, vice-president, and Grant Westgate, assistant superin- 
tendent of agents Ohio National Life. 

Bottom Row—Oliver Thurman, vice-president Mutual Benefit Life: 
R. G. McDonald, superintendent Canada Life; B. C. Thurman, field serv- 


ice manager Mutual Benefit Life. 


Justice Department Attitude 
in Probe Is Constructive 


NEW YORK—tThe role of the De- 
partment of Justice in the approaching 
monopoly investigation may be expected 
to be a constructive one, determined not 
to interfere with the advantages of 
large-scale enterprise and even commit- 
ted to a certain amount of price con- 
trol in the interest of orderly marketing, 
to judge from the address of Thurman 
Arnold, assistant United States attor- 
ney general, before the Academy of Po- 
litical Science. While the life insurance 
angle of the investigation is mainly in 
the hands of the Securities & Exchange 
Commission, the Department of Justice 
also covers insurance as well as other 
‘businesses under its mandate to look 
into all possible violations of the anti- 
trust laws. 

Mr. Arnold made it clear that his de- 


partment, far from having a formula 
to which it desires to have all businesses 
conform, will continue to take up dil- 
ferent fields of business and handle their 
situations separately, since the latter 
vary so widely that no single solution 
could be applied to all. 

Thus it may reasonably be inferred 
from Mr. Arnold’s statements that the 
insurance business is in no danger of 
being forced into a mold that the gov- 
ernment feels should be made uniform 
for all fields of business and industry. 

Mr. Arnold said the government does 
not want to disturb efficient size, but 
is opposed to industrial empire-building; 
that it does not wish to interfere with 
orderly marketing, yet wants to prevent 
abuses that might follow from control 
over prices. : 

Among the speakers at the evening 
session was Senator O’Mahoney of Wy- 
oming, chairman of the monopoly cot- 
mittee. 
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— Mr. Briggs said as a result of this] tion on life insurance,required by statute 


Prouty Agency Sets Record 
In Its First Year 





———— 





PHINEHAS PROUTY, JR. 


Phinehas Prouty, Jr., general agent 
Connecticut Mutual Life, Los Angeles, 
was honored at.a dinner given in cele- 
bration of the first anniversary of the 
agency. 

H. M. Holderness, superintendent of 
agencies on the Pacific Coast, was mas- 
ter of ceremonies. Will G. Farrell, an 
old friend of Mr. Prouty, gave the prin- 
cipal address. H. G. Mosler, president 
Life Underwriters Association of Los 
Angeles, and Joseph Charleville, manag- 
ing director of the association, were 
speakers. 

Telegrams were received from P. M. 
Fraser, executive vice-president; V. B. 
Coffin, vice-president and superinten- 
dent of agencies; Edward Anderson, 
educational director; Ray Simpkins and 
G. F. B. Smith, assistant superintend- 
ents of agencies. 

The agency paid for over $2,000,000 
of business, with total premiums of 
$230,000 on 332 applications. 








Many Underwriting 
Points Are Reviewed 





(CONTINUED FROM PAGE 3) 


ment Gulf Life, was absent, so R. H. 
Anderson, Liberty National Life, read 
his paper on “Insurable interest and 
acceptable ‘beneficiaries on industrial 
policies and change of beneficiaries.” 

_At the industrial clinic questions on 
risks, rates and the acceptance of un- 
usual policies were considered. Partici- 
pating were: E. T. Burr, actuary Dur- 
ham Life; S.. F. McDonough, assistant 
secretary Peninsular Life; Frank B. 
Dilts, secretary-actuary Home Security 
Life; William H. Neely, manager, in- 
dustrial department Standard Life. W. 
Caswell Ellis, vice-president Franklin 
National Life, reviewed “The advan- 
tages of and methods for exchange of 
information on impaired risks.’ This 
had to do with the forming of a cooper- 
ative office whereby the member com- 
panies could check on applicants. 

At the final session it was voted to 
a a two or three day meeting next 
year. 

Assistant Secretary John L. Briggs of 
the Southland Life in his talk on con- 
servation and underwriting said that 
two years ago officials became very dis- 
Satisfied in his company with the per- 
sistency record. Several test checks 
Were made in order to determine out- 
Standing causes. The company discov- 
ered that 80 percent of the cases by 
number and 72 percent by amount were 


those where the annual average income 


of the applicant was less than $900 a 
year. The persistency record, he added, 
was being ruined by agents who were 
so inactive that they did not pay for a 
minimum of $50,000 each year. Check- 
ing still further on agency problems it 
was found with the exception of a few 
cases that persistency improved as the 
volume of new paid for business in- 
creased, at least up to a total of $250,- 
000 a year. It was also found that 
agents who were permanently located 
in what might be termed their home 
towns had a much better persistency 
ratio than those who tried to cover a 
large territory. 

Home office men spent a number of 
months in the field, going over with the 
managers and solicitors the results of 
their own efforts and pointing out how 
improvement could be attained. In case 
of unsatisfactory persistent record, the 
individual cases were analyzed and the 
agent was given facts concerning his 
business. Definite rules were promul- 
gated and followed for the handling of 
new applications where another policy 
had lapsed within the last two months 
and also for new business where records 
showed that the applicant had lapsed 
more than one policy previously issued. 
The managers are working on the men, 
looking toward a better selection of 
risks. 





procedure the Southland Life persist- 
ency experience has improved by 4 per- 
cent over a period of only two years. 
Agents must be educated, he declared, 
so that they will understand that im- 


proper selection from a_ persistency 
viewpoint really makes them lose 
money. 





N. Y. Department 
Firm on Tests 
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turnover among life insurance agents 
is due in very great part to the fact 
that many men are taken on and write 
policies on their relatives and close 
friends and then drift out of the busi- 
ness. He believes that many of these 
would be kept out by a written exami- 
nation requirement. 

Another angle where Professor Pat- 
terson believes that written examina- 
tion will help the business is in cutting 
down the number of “one case” agents 
who are brought into a sale by the in- 
sured or sometimes by the agent in 
order to swing a big contract. 

“Presumably many would not take 
the trouble to pass a thorough examina- 





and given by the state insurance depart- 
ment,” Professor Patterson said. “Thus, 
qualifying examinations will elevate the 
dignity of the insurance agent’s calling 
and eliminate casual or part-time agents 
to a large extent and give the insuring 
public better information in regard to 
these valuable contracts into which it 
is putting its savings.” 

Professor Patterson said that if the 
state association represented a large 
majority of agents in the state the 
proposition of letting its progressive 
efforts handle the agent qualification 
situation might be tenable but that since 
the state association represents only a 
small minority of the total number of 
agents, the revisers of the law do not 
believe it practicable to let the state as- 
sociation do the job unaided by the writ- 
ten examination requirement. 

The estimate of 20,000 licensed life 
agents does not include industrial 
agents, Professor Patterson said. While 
the exemption of industrial agents from 
the written examination requirement 
represents a compromise, the depart- 
ment feels that since there are only 
four industrial companies operating in 
the state and the bulk of the business 
is done by three of them, the situation 
can be fairly well controlied by confer- 
ences between the department 
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Opportunities Unending 


Not one person in a thousand owns adequate life insurance and there are 
thousands of men and women in employment who have not yet purchased 
any. Their numbers are continually increased by young people moving 
from the ranks of school and college and university into the ranks of = 
wage and salary earners, so that the source of prospects for life insurance. * . 
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NO NEED FOR ALARM IN SEC INQUIRY 


(CONTINUED FROM PAGE 1) 





agriculture, which is competitive and 
which does not curtail production below 
normal needs, to find a market for its 
goods even at reduced prices. For at 
such times a large number of customers 
of agriculture and competitive industry 
are being thrown out of work by those 
noncompetitive industries which choose 
to hold their prices rather than to move 
their goods and to employ their work- 
ers. 

"if private enterprise left to its own 
devices becomes half-regimented and 
half-competitive, half-slave and_half- 
free, as it is today, it obviously cannot 
adjust itself to meet the needs and the 
demands of the country.” 

How the President feels toward what 
he terms “industrial empire building” 
may be gathered from his statement 
that “private enterprise is ceasing to be 
free enterprise and is becoming a clus- 
ter of private collectivisms; masking it- 
self as a system of free enterprise af- 
ter the American model, it is in fact 
becoming a concealed cartel system af- 
ter the European model.” 


Seek Data on “Empire Building” 


Thus, as far as the main purpose of 
the investigation is concerned, those in- 
vestigating the insurance companies are 
primarily interested in knowing to what 
extent, if at all, insurance companies 
use their powerful positions as investors 
to further the “industrial empire build- 
ing” which the President condemns. 
The investigators may be depended to 
go thoroughly into the question of con- 
trol not only by stock ownership or as 
substantial bond holders but control by 
means of strategical interlocking direc- 
_torates. 

If it is found that the companies’ 
power as investors results in their fur- 
thering any tendencies toward monopoly 
and restriction of competition, laws to 
prevent such a result may be expected 
among the committee’s final recommen- 
dations. Obviously, if it were shown 
that “industrial empires” are controlling 
prices to a significant extent and that 
insurance companies by their important 
position as investors are furthering this 
situation either intentionally or uninten- 
tionally the administration would vigor- 
ously seek to restore free competitive 
conditions, 





Paradoxically, it is probably the insur- 
ance companies’ entire innocence of any 
monopolistic aim that has made them 
eye the approaching investigation with 
misgivings. Unable to see how their 
business is contributing to any monop- 
olistic tendencies, insurance men quite 
naturally wonder if perhaps the real 
reason for including them in the inves- 
tigation is not something quite foreign 
to the announced purpose of the in- 
quiry. 

While there is no guarantee that the 
investigation may not pursue any tan- 
gent whatever when it gets going, it is 
also a fact that the anti-monopoly theme 
is very dear to the administration and 
is regarded by it as being plenty impor- 
tant enough to justify the broadest sort 
of investigation. As far as the logic of 
including insurance companies in a 
monopoly investigation is concerned, it 
should be borne in mind that the com- 
mittee is not only looking for evidences 
of monopolistic intent but of develop- 
ments which might tend toward monop- 
oly even though there is no intention 
of producing a price control which 
interferes with free compétition. 


IMPORTANT POINT 








For example, if the committee were 
to unearth evidence that “industrial em- 
pires” were controlling prices to an im- 
portant extent, it would undoubtedly 
regard as relevant any indication that 
these large borrowers were able to do 
their financing on a more favorable 
basis than smaller businesses could. The 
committee would presumably be inter- 
ested in determining whether this more 
favorable credit position might be due 
only to superior financial soundness as 
compared with other ‘borrowers or 
whether there might be some sort of un- 
derstanding between the borrowers and 
the lenders. Even if there were no such 
connection the fact of being able to bor- 
row money at a lower rate than actual 
or potential competitors would be re- 
garded as significant by the investiga- 
tors, and something to be borne in mind 
in framing corrective legislation. 

That the administration is determined 
to break up what it believes to be 
monopolistic tendencies, even if it 


means government control may be in- 
ferred from the passage in President 
Roosevelt’s message where he states 
that “the power of a few to manage the 
economic life of the nation must be dif- 
fused among the many or be transferred 
to the public and its democratically re- 
sponsible government. If prices are to 
be managed and administered, if the na- 
tion’s business is to be allotted by plan 
and not by competition, that power 
should not be vested in any private 
group or cartel, however benevolent its 
professions profess to be. : . . The en- 
forcement of free competition is the 
least regulation government can ex- 
pect.” 


Working on Very Broad Front 


The administration is tackling a very 
broad economic situation and no one 
need be surprised if it seeks to change 
many practices which are not currently 
regarded as unlawful or even unethical. 
President Roosevelt stated in his mes- 
sage that the “larger, more important 
and more difficult part of our problem 
is to deal with men who are not sel- 
fish and who are good citizens, but who 
cannot see the social and economic con- 
sequences of their actions in a modern 
economically interdependent commu- 
nity.” 

It is because of the Roosevelt ad- 
ministration’s intense interest in what 
it holds to be artificial price mainte- 
nance that the monopoly investigators 
are concerning themselves with insur- 
ance investments. 

In addition to the SEC’s record of 
fairness in other investigations, there is 
every evidence that it is pursuing its 
insurance inquiries in a conscientious 
and intelligent manner. The men who 
are working on the insurance inquiry 
know all about the type of criticisms 
brought against life insurance by muck- 
racking authors and radio broadcasters. 
They know that life insurance is a suf- 
ficiently complex business so that there 
are a number of erroneous inferences 
that even the best intentioned person 
may draw if he is not sufficiently in- 
formed. The familiar fallacies, such as 
the notion that the policyholders are 
overcharged because the American Ex- 
perience table is not a modern one, 
need not be expected from the SEC peo- 
ple, even though they should eventually 
go beyond the purely investment phases 
of life insurance. 

Some have wondered why the SEC, 





in its first questionnaire to the life com- 
panies, very largely asked questions 





HOME OFFICE UNDERWRITERS PARTICIPANTS 








JAMES E. POWELL 


Three participants in the annual meet- 
ing of the Institute of Home Office Un- 
derwriters at Louisville who presented 
papers were James E. Powell, 


agency 





























J. R. LEAL 


vice-president Provident Life & Acci- 
dent; J. R. Leal, vice-president and sec- 
retary Interstate Life & Accident of 
Chattanooga, and R. B. Sturtevant, 





R. B. STURTEVANT 


vice-president Ohio National Life. All 
are authorities in the subjects which 
they treated and presented illuminating 


was also said that Mr. 


which could have been obtained from 
company statements or manuals issueq 
by insurance publishing houses. The 
SEC, was however, fully aware that the 
information it sought could be obtaineg 
from sources other than the companies, 
but desired to make the study as broad 
as possible and to insure, since no such 
study had been made before and that 
the current one would probably be useq 
for years to come, that no one could 
ever say that it was anything but the 
result of most careful procedure. 

The SEC personnel having to do with 
insurance is such as to induce confidence 
in the manner of its handling of the 
insurance question. W. Douglas, 
the SEC’s chairman and its representa- 
tive on the joint committee, is known 
to favor a considerable amount of goy- 
ernmental regulation of business but is 
not regarded as a typical brain truster, 
The views of Jerome Frank, his alter- 
nate on the committee, have already 
been quoted. 


PROBE PERSONNEL 


Directly in charge of the insurance 
phase of the SEC’s investigation for the 
joint committee is T. C. Blaisdell, a 
former Columbia University professor, 
and for the last five years, an economist 
in various branches of the federal goy- 
ernment. His assistant is P. R. Nehem- 
kis, Jr., formerly of the Reconstruction 
Finance Corporation and before that an 
assistant to Justice Stanley Reed of the 
United States Supreme Court when 
Judge Reed was the federal solicitor- 
general. Mr. Nehemkis is a lawyer. 
Also a member of Mr: Blaisdell’s staff 
is W. S. B. Lacy, who was with the 
Colorado Life for about a year and a 
half. 


Mehlman Is Actuary 


Harry Mehlman, formerly accident 
and health actuary of the Colorado Life, 
is now actuary for the SEC’s insurance 
investigation. When Mr. Mehlman’s 
appointment became known, there was 
some speculation among insurance men 
as to whether it was indicative of an 
SEC prejudice against large eastern 
companies. There appears, however, to 
be a more probable explanation: First, 
one of the investigators, Mr. Lacy, was 
well acquainted with Mr. Mehlman and 
his abilities through association with 
him! at the Colorado Life; second, Mr. 
Mehlman was a star scholar in Profes- 
sor Glover’s actuarial courses at the 
University of Michigan, and was of- 
fered an assistant professorship there; 
third, since the pay in such a post is 
relatively modest and the position may 
be expected to terminate by 1940, the 
choice of an actuary was almost neces- 
sarily limited to a young man and one 
willing to take a temporary job and 
risk whatever the future might hold in 
store after it terminated. 








Speculation on Scope 
Mr. 


also 
caused considerable speculation as to 
whether it might not mean that the in- 
vestigation would go beyond the finan- 


Mehlman’s appointment 


cial phase. At the SEC it was said 
that no such inference should be drawn 
from Mr. Mehlman’s appointment but 
that it was felt necessary to have a 
competent actuary even in connection 
with the investment investigation. It 
Mehlman will 
take an active part in the investigators’ 
work and was not appointed merely to 
be on hand in case any actuarial ques- 
tions came up. 

Another spot in which Mr. Mehlman 
is expected to prove valuable is in han- 
dling publicity. It is believed that as 
an actuary he will be able to explain 
actuarial complexities of insurance for 
the benefit of inquiring reporters and to 
prevent errors from getting into stories 
written about the SEC’s insurance work. 
Recognition by the investigators of the 
likelihood of such misconceptions get- 





discussions. 





ting into the daily papers indicates the 
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spirit in which they are going at their 
work. 

The more one looks at the investiga- 
tion as a whole rather than simply the 
insurance phase, the more it appears 
that the insurance angle may be so 
fairly and conservatively handled and so 
far overshadowed by juicy revelations in 
other fields of business as to be pro- 
ductive of very little newspaper space. 
While any business that is alive and 
progressing is bound to make mistakes 
which could be distorted by the un- 
scrupulous into a general indictment, it 
must be remembered that the life in- 
surance business has its time of trial, 
behind it by more than 30 years. Fur- 
thermore, insurance companies are sub- 
ject to the laws and close scrutiny of 
officials in anywhere up to 48 states 
and the District of Columbia, not to 
mention United States possessions. 

It now appears that while insurance 
will be taken up in a general way in 
the preliminary hearings which are due 
to begin in a couple of weeks, later on 
the committee will split its work into 
simultaneous hearings in order to avoid 
prolonging the time of the investigation 
beyond all reason. Consequently, even 
though the investigators were to make 
a deliberate, unfair attempt to put the 
insurance business on the spot, the 
chances are that news coming out of 
other hearings going on at the same 
time would be so much more lurid that 
little attention would be paid to the in- 
surance phase by the newspapers and 
consequently that policyholders would 
not be given a distorted notion of the 
soundness of the institution in which 
they are investing. 

Taken in its entirety, the outlook for 
fair treatment by the investigators in 
their insurance inquiries seems very 
good. 


Local Association 
Development Key 
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that the National association members 
contact about 135,000 people a day. 
Mr. Johnson is also asking all: com- 
panies using national advertising to de- 
vote two issues to copy building up the 
agent and his services to the public. 

_The life insurance business has a defi- 
nite responsibility to the public to pro- 
vide it with certain facts about the busi- 
ness. The critics don’t worry Mr. 
Johnson as no business of any size can 
escape criticism. This is especially true 
at the present time when it is popular 
to criticise big organizations and those 
who have accumulated money. Life in- 
surance should welcome honest criticism 
and fight unjust, dishonest and ill ad- 
vised criticism. 

The agent is a fundamental part of 
the distribution system of life insurance 
and the National association will take 
the responsibility of raising the agent’s 
standard of performance and gain for 
him the prestige he rightfully deserves. 
The association’s job is to get the pol- 
icyholder to appreciate the service rend- 
ered by the agent. 

A study will be made of the things 
that general agents do to create prestige 
in the community. An attempt will be 
made to break down the figures on 
turnover of the agency force by com- 
munities so that the problem can be 
localized and visualized. Research will 
be encouraged on ways to strengthen 
the agency system. The introduction 
of clinical training will be fostered. Im- 
provement of selection methods will be 
sought. 

There are over 3,000 agents takin 
the Chartered Life Understiser samen 
at the present time, which means better 
educated agents with more information 
to increase prestige. The C. L. U. 
movement will be aided by the National 
association. 

By building the National association 





through the individual, it is necessary 





Has New Quarters 








BRAUNIG 


J. S. 


BOSTON—J. S. Braunig, general 
agent Massachusetts Mutual here, has 
just occupied a new suite of offices in 
the Post Office Square building. Mr. 
Braunig came to Boston from Chicago 
about a year ago after having been at 
St. Louis. The new offices are the re- 
sult of their careful planning and study. 
Wood panelled sides, sound proof ceil- 
ings, indirect lighting, a two way loud 
speaker system, special built in filing 
cabinets for agents, a meeting room and 
three consultation rooms are features. 
Agency quarters are in three sections, 
one for beginners, one for junior sales- 
men and one for senior salesmen. 

A reception in the new quarters took 
place. Announcement was made _ that 
Sherwood Smith, formerly general agent 
of the Berkshire, has joined the Braunig 
agency. He has been out of life in- 
surance for the past five years. 


states. The Republican candidate in 
Nebraska was leading on early returns 
so that Insurance Director Smrha may 
lose out there. 

There may be some changes in south- 
ern states where naturally the state gov- 
ernment remains Democratic but a new 
governor is chosen. This may affect 
some of the existing commissioners. 

The effect of the election may- soften 
the temper of the life insurance inves- 
tigation by the SEC. While insurance 
executives have been assured that the 
probe will be fair and will be along 
thoroughly legitimate lines yet there has 
been a feeling of uncertainty as to the 
possibilities. The strong Republican 
vote may act as a check to any sensa- 
tionalism. 

The “$30 every Thursday” proposal in 
California, in which life people have 
been taking considerable interest, was 
thoroughly snowed under. 


HARTFORD MEN ELECTED 


_ HARTFORD—Through the surpris- 
ingly strong run of Bridgeport’s mayor, 
Socialist Jasper McLevy, enough ‘Demo- 
cratic votes were lost in upstate - Con- 
necticut to carry to victory by a slim 
margin William J. Miller, of Wethers- 
field, Hartford agent for the New York 
Life, in his bid for a seat in the house 
of representatives. Another successful 
Republican candidate from Hartford 
was Frank A. Simmons, special agent 
for the Scottish Union & National 
group. Mr. Simmons who lives in Haz- 
ardville was elected to the state senate 
from the seventh district. 


Sales-making facts and figures are 


given in the Little Gem Life Chart. 





Million Dollar Round Table 
Seeks Well-Rounded Men 


In announcing the new qualification 
rules of the Million Dollar Round 
Table, embodying specific regulations 
limiting the types of life insurance that 
may be used for membership, which 
were reported in connection with the 
changes in by-laws of the Round Table 
at its annual meeting in Houston, Paul 
C. Sanborn, Boston general agent Con- 
necticut Mutual Life,'Round Table chair- 
man, says that the new regulations 
“have been deliberately set to make for 
a well rounded-out member. In other 
words, a man qualified under these rules 
is a man who has had a diversified type 
of business.” 

In the past the Round Table has al- 
lowed the same credit that the appli- 
cant’s own company has _ permitted. 
This, Mr. Sanborn stated, brought 
about an occasional injustice when a 
man might not be able to qualify be- 
cause his company did not give him as 
much credit as some other company for 
annuities, single-premiums, or group in- 
surance. The changes apply only to 
the credits allowed for these classes of 
business. 


George J. Woodward, manager Equi- 
table Society, Cincinnati, and president 
Cincinnati Life Underwriters Associa- 
tion, is bereaved by the death of his 
wife, Violet Kilkour Woodward. Mrs. 
Woodward was a native of St. Louis 
and graduated from Kansas University. 
She was active in the P. E. O. sister- 
hood, Hyde Park Community Methodist 
Church, and Cincinnati clubs. 























that the process of extension must be 
based on quality membership, said Mr. 
Johnson. There are associations in 
321 cities and they will be encouraged 
to take the leadership in strengthening 
the national body. An active program 
will be developed to thoroughly train 
local association officers in their work 
and meetings similar to the recent Penn- 
sylvania gathering will be held in other 
states. 


Tuesday’s Election 
Affects Many 


(CONTINUED FROM PAGE 1) 


colorful Owen B. Hunt. Rhode Island 
also swings to the Republican ranks by 
the election of W. H. Vanderbilt. 

One of the old timers will walk the 
plank in Wisconsin as Governor La- 
Follette will be succeeded by a Repub- 
lican and Commissioner H. J. Morten- 
sen naturally will be replaced. He, by 
the way, is the only Wisconsin commis- 
sioner that has ever been reappointed. 

Insurance men were interested in the 
candidacy of Herman L. Ekern of 
Ekern .& Myers, attorneys, with offices 
in Chicago and Madison, Wis., who is 
lieutenant governor of Wisconsin and 
was a candidate on the LaFollette 
ticket for United States senator. Mr. 
Ekern is a former insurance commis- 
sioner and former attorney general of 
Wisconsin. He is president of the 
Lutheran Brotherhood of Minneapolis, 
a fraternal. He was defeated about two 
to one. 

Republican victories in Oregon, 
Idaho and South Dakota apparently 
mean the replacements of Commission- 
ers Earle, Bakes and Dunn in those 
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Current Factors in 
Industrial Business 





(CONTINUED FROM PAGE 3) 


highway is a deadly enemy to the life 
company and it is faced with the prob- 
lem of exercising to a certain extent 
a control over the increasing mortality 
as a result of violent death. He stated 
he hoped the time was not far distant 
before compulsory public liability insur- 
ance was required, strict physical and 
mental examination before driver’s li- 
cense is issueti and proper laws regulat- 
ing traffic. Unless the accident hazard 
is controlled, companies are confronted 
with the problem of adjusting the bene- 
fits offered. 


Agency Control Is Factor 


A’ major underwriting factor at the 
present time is agency control, he said. 
Except in those companies that depend 
entirely on medical examination to de- 
termine the value of the risk, the home 
office underwriter is at the mercy of the 
field man. The very nature of the in- 
dustrial business causes most companies 
to accept the bulk of their business 
on a'nonmedical basis and consequently, 
the agent is a clearing house between 
the applicant and the underwriter. 
“Therefore,” he said, “regardless of how 
hard he may try, it is impossible to ex- 
perience a good mortality with an 
agency organization that is buried under 
finals. We cannot improve our field un- 
derwriting experience until the agency 
department places at our command a 
more stable organization than is the 
case today.” 

In discussing the present methods of 
training agents and the selection of 
risks, Mr. Biggio said that never before 
in the history of the business has there 
been a need for serious study in an at- 
tempt to be of greater service to the 
field men. Home office underwriters can 
contribute valuable assistance along this 
line. “It is possible to spend hundreds 
of doliars compiling an elaborate train- 
ing course, but unless we sell the bene- 
fits of such a course to the agents, we 
are certain to fail in our efforts to keep 
our men. Therefore, it seems to me 
that our first job of teaching the agent 
the job of risk underwriting is to sell 
ourselves in the fact that such a course 
of study is necessary. 


Must Understand Problems 


“The agency man must understand the 
problems of the underwriter and the un- 
derwriter the problem of the agency. 
We can be of assistance to the agency 
department in finding the proper set 
of standards that a man must meet be- 
fore he is given an agent’s contract. In 
particular we can give to the agency 
department valuable information per- 
taining to the employment of the floater 
insurance man. The floater agent is a 
menace to sound underwriting, but un- 
less we make known to the agency 
department our objections, that type 
.of man will continue to find a place in 
our organization. 

“Our next problem is to reach the 
field man with our course of training. 
Our first move is to take the problem 
directly in the field and to the attention 
of the manager and his assistants. We 
must sell those key men the value of 
the course and the effect that it will 
have on the agent. 
ure of the training course rests directly 
with your overhead men. Again, if we 
are to succeed, we must gain the confi- 
dence of the individual agent. We have 
divided our training course into sections 
and require a written examination to be 
filed on each section and in a required 
time limit. When the agent has success- 
fully passed all sections of the training 
course, we reward him by makng an ad- 
justment in the compensation clause of 
his contract. New agents are required 
to write their examinations at intervals 


The success or fail- | 








AT AGENCY OFFICERS-BUREAU MEET 


Tor Row—C. L. Clark, secretary Liberty Life, Topeka; Holgar J. 
Johnson, Penn Mutual, Pittsburgh, president National Association of Life 
Underwriters; J. A. McVoy, manager of agencies Pyramid Life, Kansas 


City. 


Borrom Row—W. H. Trentman, vice-president Occidental Life, 
Raleigh, N. C.; E. E. Shurtleff, assistant general manager Victory Life, 
Kansas; Howard Oden, vice-president North American Reassurance. 








of 15 days until the entire course is com- 
pleted. Regardless of the attractiveness 
of the training course, and regardless of 
the method selected to introduce the 
course to the field, we cannot hope to 
approach a training organization until 
our agency department is able to give us 
a more stable and permanent group of 
agents,” he said. 


N. Terrell Weaver Talks 


Since the adoption of a more efficient 
system of underwriting, mortality of the 
company has been considerably lowered, 
said N. Terrell Weaver, vice-president 
and manager policy department Bankers 
Health ‘& Life of Macon, Ga. When 
first starting in the business, he com- 
mented the general belief was that the 
more mud one threw up against a fence 
the more would stick, consequently the 
underwriter of industrial policies merely 
checked the application to see if the agent 
had the proper amount of benefits for 
the agent’s premium. However, agents 
and the insuring public gradually got 
wise to this and some method of cop- 
ing with the constantly rising mortality 
of industrial business had to be de- 
veloped. 

Industrial business is comparatively 
new, he said, and owing to the fact that 
it has to be carried on on a volume 


basis, the systems used by ordinary 
companies would not fit. Experience 
has proven costly at times. “We recog- 


nized the prerequisites of intelligent un- 
derwriting and came to the conclusion 
‘hat we had to begin with our agency 
‘orce. Therefore, we strive to get honest 
nen having sufficient intelligence and 
education to insure compliance with in- 





structions. Second, we realize the ne- 
cessity of the supervision of these 
agents by well equipped supervisors, 
whose training and ideals will cause 
them to demand of those under their 
supervision the care necessary to a 
proper selection of risks. Third, suf- 
ficient reliable information regarding the 
person whose life is to be insured, a 
basis for the valuation of the risk in- 
volved. Fourth, the real objective for 
which the insurance is desired. This 
calls for correct information regarding 
the relationship’ between insured and 
beneficiary and a definite statement 
from the insured and beneficiary as to 
the rcasons for seeking the insurance as 
the relationship itself does not naturally 
indicate an insurable interest.” 

In every case it should be ascertained 
who will furnish the money to pay the 
premiums, and if not by the insured, and 
if the relationship does not indicate an 
insurable interest, a very careful scru- 
tiny should be made on the risk, with 
special regard to the health record, be- 
fore approving the application, he said, 
Unless an insurable interest is clearly 
established the application should be de- 
clined, or the policy, if issued, made 
payable to the estate of the insured. 
Agents are held strictly accountable for 
flagrant violations of the company’s 
rules concerning the writing of applica- 
tions and in some cases it has been 
necessary to discharge good agents for 
doing it, he said. However, when it 
had ever been necessary to do this, Mr. 
Weaver commented that he had always 
witnessed an immediate pickup in the 
class of business written in that district 
by the other agents. 
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Don’t Use Too Many 
Figures, Anzel Advises 


——— 


NEW YORK—Don’t use too many 
figures in presenting the retirement jp. 
come contract, Jules Anzel, Continenta| 
American Life, declared in his address 
in the New York City Life Underwrit. 
ers Association’s lecture course. Mr 
Anzel is a cousin of Ben Bernie, whose 
real name is Benjamin Anzel, and was 
formerly with the Bernie. organization, 
He has had much experience with re. 
tirement insurance, since many of his 
contracts are with fellow-musicians who 
have a definite problem in. providing 
what they will live on after their days 
of big earnings are gone for good. 

The motivation should be based on 
stories about how much fun and peace 
of mind the prospect can have during 
his retirement years if he makes ade- 
quate provision for them. The im- 
portant thing to the prospect, Mr. Ap- 
zel said, is not the exact premium rate, 
but first, what the program will do for 
him in terms of comfort and _ security 
and then how much, in round numbers, 
will he have to put away each week in 
order to insure this program, 

Mr. Anzel strongly recommended that 
the latter figure be on a weekly basis 
rather than monthly or yearly, as it 
seems far less impressive to say $10 a 
week than $520 a year. Mr.-.Anzel has 
noted a greatly increased interest in 
retirement insurance since the introduc- 
tion of social security. 

An organized sales talk should be 
used in selling retirement contracts, Mr. 
Anzel said. It should include the point 
that people live longer if they are sure 
of a definite income that they can’t out- 
live. In general, the sales appeal should 
be based on common sense, seeing the 
prospect’s point of view, and staying as 
far as possible from technical data about 
policies. 








Gates to Great American 


R. L. Gates, Alexandria, La., who rep- 
resented the Fidelity Mutual Life for 20 
year preceding its withdrawal from the 
state, has been appointed general agent 
for the Great American Life of San 
Antonio. 


Churchell Returns to Syracuse 


The Aetna Life announces that on 
Jan. 1 G. R. Churchell will return to 
Syracuse to join the general agency of 
Dewey R. Mason as associate general 
agent. He joined the Syracuse agency 
Oct. 1, 1911, and in November, 1923, 
became associated with O. B. Hetrick 
in the management. That firm was dis- 
solved and Mr. Churchell removed to 
Louisville July 1, 1929, assuming charge 
of the agency there. He wishes to re- 
turn to central New York because of 
home ties and years of activity in the 
Aetna Life organization in Syracuse. 





Bethea Newark Speaker 


Osborne Bethea, New York City gen- 
eral agent Penn Mutual Life, will be 
speaker at a dinner meeting of the Life 
Agency Supervisors Association of 
Northern New Jersey, in Newark, Nov. 
15. Members of the Life Insurance 
General Agents & Managers Associa- 
tion of Northern New Jersey have been 
invited to attend. 


Banker Speaks at Salt Lake 


SALT LAKE CITY—Orval W. 
Adams, a Utah banker and president ot 
the American. Bankers Association, 
spoke at the Utah Life Managers Asso- 
ciation’s meeting. Mr. Adams said the 
bankers and the life insurance men are 
business brothers, because of the close 
relationship which exists between the 
banks and the insurance companies. 
F. Edward Walker, United Benefit Life, 
delegate from Utah.to the National Life 
Underwriters Association convention, 
reported. A school is. being conducted 
here by the Sales Research Bureau. 
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Tells of Industrial 
Real Estate Lending 
W. W. True of Equitable 


Society Calls It Significant 
New Development 


MILWAUKEE — Conditions under 
which insurance companies are now 


-making loans on industrial real estate, 


a highly significant new development of 
present day financing and investment, 
were outlined before the industrial prop- 
erty council of the National Association 
of Real Estate Boards at its annual 
convention here by Wallace W. True, 
assistant chief appraiser of the Equitable 
Society in New York, and head of its 
industrial mortgage lending. 

“The mortgage business and the pro- 
cess of investment in mortgages has 
undergone a great expansion in the last 
50 years,” he said. “If we examine the 
investment portfolios of large insurance 
companies as they existed 50 to 60 years 
ago, we find their primary reliance was 
upon bonds and stocks, with only a 
secondary reliance on mortgages. Some 
venturesome soul discovered that it was 
possible to take mortgages on many dif- 
ferent categories of property with an 
equal degree of safety. 


Necessity for Diversification 


“The condition which brought this 
necessity for investment diversification 
about has stemmed from several things, 
including the drying up of the large 
reservoirs of investment opportunity 
which formerly existed in the railroads, 
and regulation placed upon the sale of 
securities.” 

For safe lending on industrial prop- 
erties it is important to know all about 
the industry, its earnings, the economic 
outlook for its product, and, not least 


important, its management, record of 
growth, policies with respect to public 
relations and labor relations, he said. 
“We must satisfy ourselves that there 
are in the organization competent men 
available to succeed every man in a key 
position in that business. One-man 
businesses are distinctly not avenues for 
semi-permanent investment of capital 
funds, at least not of capital funds of a 
trustee character, such as those of an 
insurance company. 


State Laws Vary 


“Varying state laws must be taken 
into account in the financing of indus- 
trial real estate. In some states it is 
possible to take a general corporate 
bond which covers all fixed assets as 
security; in others it is possible to take 
a trust deed, again covering all fixed 
assets; in other states one must take 
a real estate mortgage on land and 
buildings and must then collateralize 
this mortgage with a supplementary 
chattel mortgage covering machinery 
and equipment and personality. It is cus- 
tomary, of course, in industrial financ- 
ing to write into the mortgage many 
restrictive provisions not used in the 
ordinary real estate mortgage. 

“All who are familiar with the highly 
volatile nature of American business as 
a whole will recognize at once the ne- 
cessity for quick amortization. In ad- 
dition to the quick amortization, indus- 
trial mortgages usually contain prepay- 
ment privileges,” he commented. 

As to the physical assets, he said: 
“There never have beem to my knowl- 
edge any market quotations on indus- 
trial property (excepting industrial 
property in the hands of unwilling own- 
ers or property being liquidated because 
need for it no longer exists). After 
going concern value is established, it is 
necessary that the appraisal make a dis- 
tinction between used and useful and 
surplus property. Many an industry in 
this and other countries has been 





-wrecked by too great a distortion of the 
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SEC Names Aides 


for Insurance Probe 


WASHINGTON, D. C.—Direction 
of the investigation of insurance com- 
panies, which is being made by the 
Securities & Exchange Commission for 
the so-called monopoly investigating 
committee has been turned over to Ger- 
hard Gesell, appointed chief attorney, 
and Ernest J. Howe, chief financial ad- 
viser. 

Mr. Gesell, a native of New Haven, 
Conn., has long been associated with 
the commission as a trial and enforce- 
ment attorney, recently serving as SEC 
counsel in the investigation of Richard 
Whitney, former head of the New York 
Stock Exchange. 

Mr. Howe is a newcomer to the com- 
mission. A native of Denver and a 
resident cf South Orange, N. J., he has 
been in the investment banking busi- 
ness for 15 years and his work has 
brought him into active contact with 
the investment policies of insurance 
companies. From 1934 to 1936 he was 
special financial representative of the 
Federal Housing Administration. 








balance between working capital, net 
sales and fixed assets.” The tendency 
of recent years for industries, and par- 
ticularly for small companies, to turn 
for their capital needs to the reservoirs 
of capital in the hands of the insurance 
companies, Mr. True said, has had sev- 
eral reasons. In addition to the recent 
lack of market for securities of indus- 
tries of this type, and the cost involved 
in listing securities, and in qualifying 
an issue, he listed: (1) The lack, until 
very recently, of rediscount facilities 
available to banks which might care to 
embark on this type of financing. (2) 
The attitude, which until very recently 
was present in the minds of most of 
the bank examiners, who regarded any 
investment in a small company, whose 
securities lacked liquidity, as not a 
proper type of investment for a bank. 

Upon opening the convention, J. W. 
Catharine of Brooklyn, N. Y., president 
of the National Association of Real 
Estate Boards, said the current year 
has been notable for a very substantial 
gain in the recognition given to real 
estate professional services in the fields 
of appraisal, management, brokerage 
and home building, and for growth in 
the working relationship between public 


‘agencies and private effort in the real 


estate field. 

“We can say with assurance that the 
year, marked though it was by reces- 
sion in general business, has shown un- 
questionably the growing strength of 
public confidence as to what is ahead 
for real estate. The strength real estate 
showed in the face of the uncertainties 
of the summer months, and the rapidity 
of the upturn since, is indicative of sub- 
stantial long-term advance. 

“Real estate sales volume for October, 
as shown by the association’s index, 
gained almost three points over Sep- 
tember, and is now ahead of the cor- 
responding month of last year,” he said. 





“Ad” Conference Committees 


BOSTON—Appointments to various 
committees of the Insurance Advertis- 
ing Conference have been announced by 
President Ray C. Dreher, advertising 
manager of the Boston, : 

The merchandising research commit- 
tee is headed by Ralph W. Bugli, Lon- 
don Assurance; frontier safety, Charles 
E. Crane, National Life of Vermont; 
membership, Jarvis Woolverton Mason, 
National Fire of Hartford; street and 
highway safety, Clark J. Fitzpatrick, 
United States Fidelity & Guaranty; life 


insurance week, Arthur Hy Reddall, 


Equitable Society; cooperation .with po- 
lice authorities of New York City 
toward the reduction of death and acci- 
dents by automobile, A. H. Thiemann, 
New York Life, ical a 








The WALRU 


Back in 1926 a little boy in overalls 
said he was going to be a Bankerslife- 
man when he grew up. And today he 
is. His father had just bought a 
Bankerslife policy. He caught the 
contagious elation of the moment, and 
the fire of his enthusiasm warmed with 
the years. This Bankerslifelad, aetat 
11, and now Bankerslifeman, 24, is 
Oral Fleming of Ipava, Illinois. 


—BLC— 


Something new in the construc- 
tion field—portable, inter-locking 
metal forms, invention of a Des 
Moines engineer—are being used 
for the reinforced concrete founda- 
tion of Bankerslife’s new Home 
Office building, will give the 
structure a harder, more water- 
proof basement wall at 40 per-cent 
saving in materials and labor. 


—BLC— 


A Kansas’ City truck operator has 
offered Bankerslifeman Newton Hake 
a job in his business, should the sales- 
man ever decide to abandon his suc- 
cessful efforts as a life insurance sales- 
man. Seems Mr. Hake had written 
an application on the operator, couldn't 
get him to the doctor for examination. 
Finally he cornered his man in the act 
of loading his truck. “You go to the 
doctor,” said Hake; “I'll take over 
here.’ Upon his return from the ex- 
amination the applicant found his 
truck ready to roll, pronounced Hake 
an A-1 loader. 


—BLC— 


Hilford and Howard Thomason, 
Ben and Tom Demarest are two 
outstanding “Father & Son” com- 
binations in the Bankerslife field 
organization; Father & Son Thom- 
ason in Idaho, the Demarests in 
Grand Rapids. To that list in 
November: was added Bill and 
Bob Zeinemann, Sheboygan, Wis- 
consin, when Son Bob decided to 
enter the profession Father Bill 
has followed with fine success for 
17 years. 


—BLC— 
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Personal Element in Life Insurance 


THERE is something very personal in 
life insurance. Policyholders for the 
most part look upon their insurance as 
their safest anchorage. They do not 
carry a sufficient amount as a general 
rule but what they do have is consid- 
ered a rather sacred possession. A 
number of policyholders appreciate per- 
sonal attention. They are pleased when 
their company gives them recognition. 

A few companies make it a practice 
to send out birthday cards. This is 
rather a formal gesture of good will 
and yet it has its effects. There are thou- 
sands of policyholders who receive these 
birthday cards and they are the only 
reminders they get of their anniversary 
outside perhaps of their own immediate 
family. Many of them do not receive 
recognition of this sort. Those in the 
more lowly places have a higher appre- 
ciation of these cards than those in the 
upper brackets, but even the higher 
premium class feel flattered at this rec- 
ognition. 

In some of the smaller companies the 
president has placed on his desk each 


morning a list of birthday cards to send 
out. He has a printed message with a 
change of text every year. He signs 
these himself. Naturally this could 
not be done in larger companies but in 
the smaller institutions it must be said 
that attention of this kind touches the 
heart. 

Many agents make it a practice to 
send out birthday anniversary cards to 
their policyholders regardless of what 
their company does. This brings the 
policyholder closer to the company and 
to the agent. It is these expressions of 
good will that bring policyholders into 
the more immediate confines of the in- 
surance family. 

Just recently a man who is in the 
athletic department of a Chicago club 
told this writer that he carried a small 
life insurance policy with a Chicago 
company. He was about to drop it when 
he received a birthday card from the 
president. He was so touched that he 
concluded to keep up the policy and 
remarked, “He must be a real human 
president.” 


Life Insurance System Sound 


Unpoustenty the public mind was jarred 
when a few legal reserve life insurance 
companies failed following the financial and 
economic collapse. The point to bring out 
in connection with these failures is that 
the life insurance system itself did not fail. 
As Vice-president ARTHUR CoBuRN of the 
SOUTHWESTERN Lire of Dallas said in a 
recent address, the failures were entirely 
due to exploitation and bad investments. 
The agency, medical, actuarial and under- 
writing departments of all these companies 


Are There Too Many 


A NUMBER of production men con- 
nected with life companies are wonder- 
ing whether the field has too many 
gleaners in it for the amount of grain 
to be garnered. There has been great 
pressure made up and down the line 
to recruit new agents. An effort has 
been made to get a better quality of 
men started. The purpose has been to 
cut down the waste and turnover. The 
thought was, and it is a logical and 
true one, that a man starting in life 
insurance soliciting should be adapted 
particularly to that work, he should 
realize his opportunity as well as the 


came through in magnificent shape. It was 
not what might be called the technical in- 
surance features of legal reserve life in- 
surance that caused the breakdown. Mr. 
CosuRN pointed out that during a period 
of over 200 years there has not been a 
legal reserve life company that failed be- 
cause of excessive mortality. Where life 
insurance companies are soundly, capably 
and honestly managed, the chance of any 
failure is extremely remote. The public 
should be told this story. 


Gleaners? 


drawbacks that might confront him, he 
should be properly trained before he 
starts out and then he should be super- 
vised after he does start. 

The big problem with managers today 
is to get their men on a basis where 
they can make a comfortable living. Ex- 
perts during the last few months have 
about become convinced that there has 
been too much mass recruiting even if 
the new men brought into the business 
are of a higher standard. Therefore, 
from now on in a great number of com- 
panies more time will be spent on the 
present organization and less on recruit- 





ing. This will enable an office to bring 
the men in the field now to a state 
of higher efficiency so that they can 
write more business. 

We have followed too much the pro- 
cedure of companies marketing gasoline. 
Regardless of the need for a service 
station in a locaticn, each one felt that 
it was necessary to have one at strategic 
points where another had started. This 
served to cut down the trade of all un- 
til no one was making a living. 

In Canada there are but a few pri- 
mary banks. Throughout the entire Do- 
minion there are hundreds of branch 
banks. A primary bank does not es- 


tablish a branch unless it feels there 
is a real need for it in the community 
or section of a city where a survey 
has been made. Perhaps, therefore, the 
supply of agents is too great at present 
for the demand. If such be the case 
then it is folly to keep on stressing 
recruiting and urging managers to put 
on new men. 

Naturally there must be new blood in- 
jected into the organization from time 
to time. Places made vacant by those 
who fall in the ranks have to be filled, 
There is a call for exceptionally able 
men and women but perhaps we have 
urged recruiting too much. 








PERSONAL SIDE OF BUSINESS 





The striking similarity in the appear- 
ance of Executive Vice-president Jay 
N. Jamison of the Reliance Life and 
Judge Arthur H. James, the Republican 
governor-elect of Pennsylvania, was 
made the subject of a feature in the 
Pittsburgh “Press” by a comparison of 
photos. Financial Editor Gridley called 
attention to the “double” in his column. 


R. A. Thorne of Dallas, southwest 
manager Lincoln National Life, is 
slated to be executive vice-president of 
the new Paramount Fire of New York 
City, which is being organized to write 
the business of members of the Ameri- 
can Mortgage Bankers Association. Mr. 
Thorne, therefore, will be the active ex- 
ecutive. He was formerly located at 
the head office of the Lincoln National, 
being manager of its mortgage loan de- 
partment for 13 years. During the first 
part of this year he was transferred to 
the important southwest to take care of 
the loans in that sector. 


John Evans, assistant superintendent 
of agencies Home Life of New York, 
is the father of a son born Oct. 31. 
The baby’s name is John Herbert Brad- 
ford Evans. Mr. Evans had started for 
the annual meeting of the Life Agency 
Officers Association at Chicago but the 
home office succeeded in reaching him 
in Cleveland. He boarded a plane and 
arrived 15 minutes before his son was 
born. 


E. F. Palmer, advertising manager 
Ohio State Life, has been elected treas- 
urer of the Columbus Association of 
Purchasing Agents. 


Charles M. Williams, vice - president 
Western & Southern Life, is chairman 
of the Cincinnati charity horse show 
committee. The show will be held Nov. 
17-19 at the Cavalry Armory. Mr. Wil- 
liams owns a number of horses which 
he has exhibited at shows in the middle 
west. 


Clarence Axman of New York City, 
editor of the “Eastern Underwriter” was 
given an unusual tribute in honor of 
his 25th anniversary with that publica- 
tion. He started Oct. 30, 1913. The 
“Eastern Underwriter” came out last 
week in two sections, the second being 
a silver cover issue of 112 pages de- 





voted to personal tributes by companies 
and insurance men to Editor Axman. 
W. L. Hadley, vice-president of the 
“Eastern Underwriter,” had the anni- 
versary activities in charge. A dinner 
was given in Mr. Axman’s honor by the 
members of the “Eastern Underwriter” 
staff and some intimate friends, Mr. 
Hadley presiding. Mr. Axman is one 
of the foremost insurance newspaper 
men of the country, a genius in many 
ways, who has a very wide acquaintance 
in all branches of the business. 


John B. Larus, vice-president and ac- 
tuary of the Phoenix Mutual, and Mrs, 
Larus are among Hartford’s leading 
bridge players (those who take the 
game seriously enough to compete in 
numerous tournaments.) The Larus 
combination has been eminently suc- 
cessful in recent local tourneys. 


Curtis Lamb of the Equitable Life, 
Des Moines, editor of “Leaders Digest,” 
was married to Miss Elizabeth Pettis 
of Grosse Pointe, Mich. 


E. F. Bare’s record of 25 years of ac- 
tive service for the New England Mu- 
tual at Cherokee, Ia., was celebrated at 
DesMoines by 30 other Iowa agents and 
officials. He was given a silver medal. 
His son, Bruce Bare, with the New 
England Mutual in Omaha, was the 
principal speaker. 


President L. A. Mack of the “Weekly 
Underwriter” gave a luncheon to his en- 
tire staff Monday, marking the 25th an- 
niversary of his purchase of control of 
the publishing company. There were 
two special guests, V. P. Whitsitt, man- 
ager Association of Life Insurance 
Presidents, and Mott A. Brooks, assist- 
ant secretary of that body. Mr. Brooks 
was formerly managing editor of the 
“Weekly Underwriter.” 


A most unusual record was made 
when C. O. Winter arrived at his desk 
in the actuarial department of the Aetna 
Life, on the morning of Nov. 3. The 
day marked the 65th anniversary of his 
joining the company. His length of 
service to the company is believed to 
be the longest of any home office em- 
ploye now living. 

His employment status is even more 
remarkable considering that his punc- 
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tuality and attendance record has been 
an enviable one ever since he joined 
the Aetna Life under Hy. W. Sé John, 
actuary, in 1873. Today, at 84, he is 
still an active bowler and is the only 
living charter member of the  well- 
known City Sackmaier Bowling Club as 
well as an honorary member of the 
Rumblers Bowling Club. 





J. Roy Kruse, district home office rep- 
resentative Occidental Life of California 
for Illinois, Indiana, Ohio and Michigan 
with headquarters in Chicago, is now 
hack on the job after having been laid 
up for some time with a broken arm. 
Mr. Kruse suffered this injury while 
en route to the company’s annual con- 
yention at Seattle this fall. 





Tarleton Brown, 59, former publisher 
and editor of the “Western Insurance 
Review” of St. Louis, now the “Insur- 
ance Review,” died Friday in Los An- 
geles of a heart ailment. He moved to 
that city four years ago on account of 
ill health but retained an interest in the 
publication, of which his brother, Og- 
den Brown, is the head. Mr. Brown was 
born in Raleigh, N. C., and became as- 
sociated with his father, the late Gar- 
rett Brown, an insurance publisher. Af- 
ter some years experience in New 
Orleans with the old “Vindicator,” the 
Browns went to Denver and established 
the “Insurance Report.” Garrett Brown 
tought the “Western Insurance Review” 
in 1902. The burial was at Memphis, 
Tenn. There are two other brothers, 
Garrett Brown of El Monte, Cal., and 
Thomas Brown of New York City. 
There is a sister, Mrs. J. C. Spicer of 
Lincoln, Neb. 





H. Lee Minton, associate manager of 
the Travelers in Milwaukee, is civic- 
minded and has done much good work 
in that city in connection with the 
Community Fund and Y. M. C. A. For 
many years he has been a director of 
the “Y” and this year is general chair- 


man of a special membership campaign * 


drive. He has been chairman of Life 
Insurance Week in past years and has 
demonstrated his ability as a success- 
ful organizer. 





T. J. McComb, formerly insurance 
commissioner of Oklahoma, now an at- 
torney and independent actuary, an- 
nounces the formation of a new law 
partnership, McComb, Bullard & Howe, 
with offices in the Perrine building, 
Oklahoma City. The other partners are 
J. E. Bullard and Bob Howe. 





Mary R. Taylor, agency secretary of 

the Jefferson Standard Life, Greens- 
boro, N. C., has been named sponsor of 
its annual production drive in honor of 
the birthday of President Julian Price. 
“Miss Mary,” as she is affectionately 
known to all Jefferson Standard rep- 
resentatives, is a past-master at con- 
ducting campaigns in honor of her 
“boss.” Before her promotion to agency 
secretary she was for many years confi- 
dential secretary to Mr. Price. 
_ Vice-president Ralph Price, who is 
in charge of the agency department, 
States that all indications point to a 
Production that will exceed all other 
months in 1938. 





L. D. Cavanaugh, executive vice- 
President of the Federal Life of Chi- 
cago, a most eligible bachelor, but who 
was supposed to have passed the sus- 
ceptible age, is to be married between 
Nov. 15 and 20 to Miss Vera Matthews 
of Chicago, a very charming woman. 
Mr. Cavanaugh is president of the 
Health & Accident Underwriters Con- 
ference and is active in other bodies. 
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Lite and Accident Producer with an estab- 
ished sales record, in Cleveland territory, 
who would like to increase his leads from a 
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Lincoln Income Life’s 
Head's Anniversary 








A. L. NOE 


A. L. Noe, president Lincoln Income 
Life of Louisville was honored on the 
38th anniversary of his entrance in the 
insurance business in his city, he having 
arrived there Oct. 15, 1900, and opened 
an office Nov. 1. He was born in the 
“Pennyryle” district of Kentucky and 
in his early days he encountered many 
obstacles. He graduated from Cumber- 
land University, working his way 
through college by chopping wood and 
waiting on table. After he graduated 
he worked with a railway construction 
gang. Then he started in a bank. 


Opens Louisville Office 


When he opened his office in Louis- 
ville, Nov. 1, 1900, it was as general 
agent of the Home Life of New York. 
Later he served in a similar capacity 
for the State Mutual Life, then the 
Commonwealth Life of Louisville and in 
1928 became the founder of the Income 
Life and its president. In 1933, the In- 
come Life reinsured three other compa- 
nies, the Dixie, Atlas and Republic. In 
1936 he brought about the merger of the 
Lincoln Life & Accident with the Income 
Life and changed its name to the Lincoln 
Income Life. It operates in Kentucky, 
Tennessee and Oklahoma. In taking 
over the Lincoln Life & Accident he 
acquired P. K. Smith and John T. Acree 
as chairman of the board and vice-presi- 
dent respectively. They have been in 
the business for 40 years or more. Mr. 
Noe is very much on his toes, is modern 
in his views, obliging in his service and 
very cordial. He is the founder and 
organizer of the “Good Morning Club.” 
It has a membership of more than 5,000 
high class business and _ professional 
men. All of these are happy to greet 
one another with the salutation “Good 
Morning.” 

Mr. Noe has the distinction of being 
the first man south of the “Mason- 
Dixon line” to break into the million 
dollar production class. His largest 
year was $1,504,000, when the premiums 
averaged more than $40 per thousand. 
There were four $100,000 cases and a 
number of $50,000 applications. 

Mr. Noe takes a lively interest in the 
civic life of Louisville. He is an ardent 
churchman and belongs to a number of 
organizations. 








President Isaac Miller Hamilton has an- 
nounced that on his 75th birthday an- 
niversary next year he will retire from 
the presidency and Mr. Cavanaugh will 
succeed him. A dinner in honor of the 
event was tendered Mr. Cavanaugh by 
Harold R. Gordon, executive secretary 
Health & Accident Underwriters Con- 
ference, and Lee N. Parker, president 





American Service Bureau. 
















w 
welt can check Fi, ae 
OW S 9 rae against Meee to hae om. 
ddenly the o> 
YTAL NEED = might Siagation mail 
N at vers f cee . ne 


LIF 
— 1iNION CENTRAL 


The 
FAMILY-NEEDS FORECAST 
gives each life underwriter 








“71 years of experience” 


In the new Family-needs Forecast, the Union Central 
Life has embodied all it has learned in 71 years of ex- 
perience, about the needs of fatherless families . 
has made this wealth of practical knowledge immedi- 
ately available to every field representative. 


With this unique sales aid, Union Central men are 
able to show a prospect an “X-ray” picture of the vital 
needs his family will have to face... are able to evalu- 
ate, to the dollar, how far his present insurance will go 
in caring for those needs. 


With such an accurate diagnosis to go on, the under- 
writer can prescribe with authority policies to fill the 
gaps in the prospect’s insurance program. The proof 
that these prescriptions carry weight is shown in the 
steadily mounting sales of Union Central representa- 
tives. 


The UNION CENTRAL LIFE 


Insurance Company ...cincinnaTI, oH#10 
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NEWS OF THE COMPANIES 





U. S. Life to Add to 


Financial Ballast 
A convention examination of the 
United States Life as of Dec. 31, made 


by Connecticut, New York, Ohio and 
Pennsylvania showed assets $7,538,465 
and net surplus $119,346. As of March 
31, the surplus was $52,248, The exami- 
ners attribute the reduction to an in- 
crease inf mortality, higher insurance 
expense including cost of acquiring a 
larger volume of business, reduction in 
market values of non-amortizable bonds 
compared with such values on Dec. 31. 
The examiners recommended that it is 
desirable that capital account and sur- 
plus be increased to comport with the 
present aggressive campaign for new 
business and agency development and 
to provide proper safeguard against fu- 
ture contingencies in mortality and in- 
vestment losses. 

At a meeting of stockholders Oct. 21, 
a plan was approved to reduce the par 
value of each of the present 30,000 out- 
standing shares of capital from $10 to 
35 par, reducing the capital from $300,- 
000 to $150,000, the difference to he 
transferred to surplus. The authorized 
capital is to be increased from $300,000 
to $500,000 to consist of 100,000 shares, 
par value $5 each. The 70,000 new 
shares of $5 par will be offered to stock- 
holders at par, each receiving the right 
to subscribe to seven new shares for 
each three held. The New York de- 
partment has given its approval to the 
plan and an early approval from the 
SEC is anticipated. The U. S. Life 
has made an underwriting and option 
agreement with S. E. Levy & Co., of 
Shanghai, China, White, Weld & Co., 
40 Wall street, New York, acting as 
attorney-in-fact, under which the latter 
agrees that if $150,000 in par value of 
new shares is not subscribed and paid 
for it will purchase or secure pur- 
chasers for that number of shares at 
$5 a share, as may be necessary to 
bring the total new subscriptions to 
$150,000. 


Washington National Is 
Starting Company School 


In order to make its home office staff 
more efficient and better qualified to 
serve policyholders and agents, the 
Washington National of Evanston, IIl., 
has started an optional school with free 
instruction. A fully equipped school 
room is provided at the head office. 
The class now consisting of 60 members 
meets every Monday and Thursday after 
office hours from 5 to 6 p. m. The 
three year plan of instruction followed 
is that outlined by the Life Office Man- 
agement Association. 

Educational Course No. 1, which is 
the first year work, which the class is 
now doing, consists chiefly of instruc- 
tion dealing with the principles of life 
insurance. The final examinations will 
take place May 1-3, under the auspices 
of the Life Office Management Associa- 
tion. 

The faculty of the school is as fol- 
lows: 

W. A. Granville, dean; J. K. Davis, 
head instructor; E. R. Carter, G. P. 
Kendall, A. W. Knudsen, R. A. McIver, 
N. A. Pitt and Walter Weiss. Kenneth 
Mullins is registrar. 








Provident Agents Honor Linton 


October was “President’s Month” in 
Provident Mutual, and the agents cele- 
brated with the biggest month’s issued 
business since June of last year. Total 
business submitted .amounted to $11,- 
000,000. 

The Davis agency of Cleveland led 
in surpassing its quota for the month, 
winning the trophy with 183 percent of 








quota. Other cup winners were the 
Shoptaugh agency, Indianapolis, 169 
percent, Peterson agency, Seattle, 142 
percent, and Krafft agency, Washington, 
134 percent. 

Portfolios of old American prints, 
numbered consecutively, were presented 
to agents as awards for the months ef- 
fort. Alex M. Hammer, Boston general 
agent, led all agents in submitted busi- 
ness and received portfolio No. 1 from 
Mr. Linton. 





Plans for Home Office 
BOSTON—The New England Mu- 


tual life secured permission of the 
Boston zoning board to waive zoning 
restrictions limiting height of buildings 
in the Copley Square district to 100 feet, 
in order that the new home office may 
rise to 155 feet. The plans call for a 
$2,000,000 building at Boylston, Claren- 
don and Newbury streets, on land occu- 
pied by the Rogers and Walker build- 
ings of the old Massachusetts Institute 
of Technology plant, which are to be 
torn down. The building is to be 
U-shaped, with the open side facing 
Boylston street. The greatest height 
will be on the Newbury street side 
where there will be a 20-foot setback 
and a small ornamental tower. The two 
wings of the U will be 67 feet in height. 





Old Line Life Increases 


The Old Line Life of America, Mil- 
waukee, had $78,436,445 life insurance 
in force at the close of the third quar- 
ter, a net gain of $706,184. Accident and 
health premiums increased more than 
10 percent, President J. E. Reilly re- 
ported to the board at the quarterly meet- 
ing. Admitted assets totaled $21,423,- 
000, increase $874,000 over a year ago; 
gross income increased to $2,759,000; 
payments to policyholders and benefi- 
ciaries amounted to $1,065,000, bringing 
total payments ‘since organization to 
exceed $20,000,000. New paid life in- 
surance showed 11 percent decrease, but 
policy loans showed slight increase, only 
1 percent higher than a year ago, and 
policy terminations were extremely low. 

President Reilly reported sales activ- 
ity in city and farm properties, and 
every indication this condition would 
continue, 





Announces Expansion Program 

DAVENPORT, IA.—A _ program 
calling for the early establishment of 
more than 50 new agency offices is an- 
nounced by Lee J. Dougherty, vice- 
president Occidental Life of Los An- 
geles, in charge of 17 middle west 
states. Mr. Dougherty, who is one of 
the bést known life insurance men in 
the country, was president of the Guar- 
anty Life of Davenport, which was 
taken over by the Occidental. 


Will Reinsure Great Republic 


LOS ANGELES—AII legal proceed- 
ings against the Great Republic Life in 
Texas and Oklahoma having been dis- 
missed by the courts, the way is cleared 
for the signing of the final contract of 
reinsurance with the Postal Union Life. 
This will be done later in the month on 
expiration of the statutory period for 
appeal from court approval of the re- 
insurance plan. 





New App-a-Week Club 


The Colorado Life has launched an 
App-a-Week Club in conjunction with 
its President’s Month campaign. 


wed Protective Life Club 


A “Quota Busters Club” was organ- 
ized by the Protective Life. T. J. Ham- 
mer, director of agency service, ex- 
plained each agent will be assigned a 
monthly quota which if he makes wiil 
automatically qualify him for the club. 
Membership cards will be issued 
monthly which agents can show to 











clients and friends as proof that 
ness is good.” 


“busi- 





Harper Is Advanced 


G. A. Harper has been appointed as. 
sistant superintendent of agencies of the 
Bankers Life, Des Moines. He has been 
with the company 15 years, since July 
as agency field supervisor. 


INDUSTRIAL 


Disability Plan of 
Western & Southern 


At a meeting of the Western & 
Southern Life legion, service organiza- 
tion of its employes, held in Cincinnati 
to observe the golden jubilee of the 
company, President C. F. Williams an- 
nounced a sickness and disability bene- 
fit plan for the 3,800 employes and rep- 
resentatives. Under the plan, sick 
benefits would be paid to all disabled em- 
ployes for one year. On recovery, they 
would be reinstated to their former po- 
sitions and salaries. At the beginning 
of the year, the company contributed 
$1,622,000 to employes for an old age 
pension fund to cover carrying charges 
for previous years of service. 

More than 800 attended the jubilee 
Ginner, Mr. Williams was given a gold 
medallion by John Meehan, assistant 
secretary of the ordinary department, 
acting for home office employes and 
officials as a tribute to his 50 years’ as- 
sociation with the company. Miss Clara 
Oldenick presented Mrs. Williams with 
a gold plaque. 

Guests were Superintendent R. L. 
Bowen of Ohio and James A. Beha, 
New York City, formerly New York 
insurance superintendent and now a di- 
rector of the Western & Southern. 


Industrial Insurers’ Meeting 


The annual meeting of the Industrial 
Insurers Conference, which will be a 
“Pearl Anniversary,” will be held at 
Edgewater Gulf Hotel, Edgewater Gulf 
Park, Miss., between Gulfport and Bi- 
loxi, according to the announcement of 
Chairman H. T. Dobbs of the executive 
committee. The exact dates of the meet- 
ing will be announced later, but the 
three-day session will probably be held 
in May, next. The selection of the con- 
vention city is made by a mail ballot of 
members, the executive committee nom- 
inating several places. The convention 
program is expected to be the most 
constructive in the history of the con- 
ference. 




















New Orleans Executive Dies 
Samuel Sazon, vice-president and 
general manager Standard Industrial 
Life, died in Flint-Goodridge hospital 
at New Orleans at the age of 45 years. 





Orange, N. J.. Manager Feted 


Elemer de Szendeffy, district man- 
ager for the John Hancock at Orange, 
N. J., celebrated his 20th anniversary 
with the company at Milburn, N. J. 
Among the guests were Frank Maher, 
field supervisor; H. L. Gottesman, dis- 
trict manager of Newark, and Dr. H. 
Moss, agency medical examiner. 


Starts Agency Publication 


E. B. Dudley, former Chicago man- 
ager of the Travelers, who has just re- 
turned to Charlotte, N. C., as manager, 
started his agency building program 
there by bringing out Volume 1, No. 1, 


of the “Travelers Carolina Progres- 
sives,” a lively single-sheet weekly pub- 
lication. It is illustrated with cartoons 


and sketches, and the paragraphs are 
short and informal. 





The new Income Indicators show your 
prospect why it pays to BUY NOW 
before the option changes go into effect. 
Send $1 for three to The National Under- 
writer, 175 W. Jackson Blvd., Chicago. 
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AS SEEN FROM CHICAGO 





MULTIPLE AGENCY SYSTEM 

The announcement that the Provident 
Mutual is opening a third general agency 
in Chicago recalls the fact that there are 
but few single office companies especially 
of the larger type. In New York City 
the multiple agency system has been 
in vogue for many years because of the 
definite centralized ‘business districts, 
sucht as the downtown financial center, 
the 44th street area and Brooklyn. In 
New York these centers are really dif- 
In Chicago the situation 


general agent for Michigan, Indiana 
and Ohio, accompanied by Supervisor 
Webster Evans, was also on_ hand. 
Among the dignitaries that called were 
President H. K. Lindsley, Farmers & 
Bankers Life of Wichita; President Lee 
N. Parker, American Service Bureau; 
Attorney M. E. Benson, American Life 
Convention, and Walter E. Webb, for- 
mer vice-president of the Hercules Life, 
who is now residing temporarily in Los 
Angeles. 





ferent cities. ‘ li aes 2 
is different. While there are outside | FINANCE FORUM SPEAKERS 
business activities yet the so-called| Miss Lorraine Sinton, promotion man- 


“loop” is the hub from which all busi- 
ness radiates and unlike New York City 
the great bulk of the business is trans- 
acted from the loop. In days gone by 
a few companies had established offices 
in outside areas but found it was not a 
practical move. i 

There has been a question among 
general agents as to the value of the 
multiple agency system in Chicago. In 


ager of the Paul Cook agency of the 
Mutual Benefit Life in Chicago, is 
scheduled to deliver the monthly address 
Dec. 15 before the Women’s Finance 
Forum of Chicago, taking as her subject 
“The Greatest Family in the World.” 
The object of this forum is to enlighten 
women concerning finance and related 
subjects. ‘The founder and patron saint 
is Mrs. Lorraine L. Blair, well known 








Chart Your 


Course First! 


Just as the surveyor lays the foundation for 
the greatest structure—the successful life in- 


if you are am- 
bitious, and he- 
lieve that the 
life insurance 
business is the 


surance salesman must equip himself with 
the best tools with which to work. 


Occidental Agents have the exclusive ''Per- 


opening a _ _ peytinc + pong ageing insurance woman, financial and_insur- Tree 

from scratch. He must build up his or- | ance consultant. J. D. Tudhope, Massa- oe 8 See «as " 
ganization from the ground floor. That | chusetts Mutual, il have the talk on wei Gaon fect Protection feature, and the "Double 
is 2 Ce 9 oe ce ieee ae Vice-Pres. Protection" feature to insure strong weapons 
Denne ar GEG Gee ue ee Ek ee, oe eo in bringing in applications. They also have 


of the general agents arises as to the 
wisdom of spending this money for the 
development of a. new office when if 
one-half the amount were allotted to the 
present manager he might accomplish 
more than the new office if he had the 
stuff in him. 

The New York Life and Equitable 
Society have had for years a number of 
agency managers in Chicago but they 
have each been under the control of an 
agency head. The tendency during the 
last 15 years or so has been to estab- 
lish additional offices in order to get 
more business. Companies like the Mu- 
tual Life of New York, Penn Mutual 
Life, New England Mutual, Connecticut 
Mutual, Phoenix Mutual, Union Cen- 
tral, Equitable of Iowa, Fidelity Mutual, 
Guardian Life, Home Life, have all de- 
parted from the one agency plan. The 
larger one agency companies in Chicago 
are the Northwestern Mutual, Connecti- 
cut General, John Hancock Mutual Life, 
National Life of Vermont, Aetna Life, 
Sun Life of Canada, Travelers. 





BRENNAN CREATES ATMOSPHERE 


James H. Brennan of the Fidelity 
Mutual Life is another Chicago man- 
ager who is a real sports enthusiast and 
is making the most out of the public’s 
biggest seasonal interest—football. He 


pamphlets for the Department of House- 
hold Science of Illinois, her most re- 
cent ones being “Women Control the 
Purse Strings,” “Spending and Saving 
for Comfort and Security,” “What 
Every Woman Should Know About 
Finance.” She is one of the popular 
women speakers on finance and insur- 
ance. Mrs. Blair has her own office at 
One LaSalle Street building and in ad- 
dition to writing life insurance is han- 
dling all lines for her clients, thus en- 
deavoring to get a complete picture of 
one’s insurance wants and demands. 





EDWARDS HAS STEAK-BEAN DINNER 


Four home office officials attended the 
annual steak and bean dinner of the 
R. S. Edwards general agency of the 
Aetna Life at Chicago held last week 
in Joliet. These were S. T. Whatley, 
vice-president; R. B. Coolidge, superin- 
tendent of agencies; N. M. DeNezzo, 
assistant agency department, and A. H. 
Hiatt, assistant superintendent of agen- 
cies, who were in Chicago attending the 
annual Research Bureau-Life Agency 
Officers joint gathering. The dinner 
wound up a four weeks’ production 
campaign which resulted in almost as 
much business as was done in the six 
weeks’ qualification period for the din- 
ner last year. 





LAURENCE F. LEE 
PRESIDENT 


the satisfaction that comes through the 
knowledge that their insured has policies, 
"Tailor-made" to their individual needs. 
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MUTUAL TRUST 


“as FAITH mene FAITHFUL 





COMPANY 


Licensed in the East as well as the West: 


has created a college atmosphere in his ‘ —— Le 
— using pennants, pictures of | GOTTSCHALL HONORED BY STAFF Maine Illinois Michigan 
players, individual school colors and} Walter L. Gottschall, recently pro- ° - . 
even football goal posts. He is impress- | moted from agency manager for the New Hampshire Wisconsin 
ing upon agents the importance of tying | Equitable Society in Chicago to director Vermont lowa 
up in the prospect’s mind the college | of agencies of the central and western 
idea with i ae yd a departments, was tendered a dinner by Massachusetts Nebraska 
insurance, r. Brennan feels that par-!the Chicago managerial staff at the H 
ents are particularly receptive at this} Sherman hotel. Frank Gagen, Hobbs Rhode Island Minnesota 
season as far as giving attention to the | agency, was chairman of the arrange- Connecti 
seasol ; ( ; icut rt kot 
creation of a special fund to be used in| ments committee, being assisted by No . h Os _ 
the education of their children. A pro-| P. L. Olson, Woody agency; I. B. New Jersey California 
duction contest is being conducted in Rosenthal, Israel, and Joshua B. Glasser, Ohi a 

io Washington 


conjunction, Mr. Brennan acting as host 
to the top five producers for Notre 
Dame football games to be played at 
South Bend, Ind. 





McKEOUGH’S RECEPTION HELD 

The new Ohio National Life general 
agency in the One LaSalle Street build- 
ing, Chicago, was properly dedicated 
last week with A. E. McKeough in 
charge. Mr. McKeough had resigned 
as supervisor for the Penn Mutual Life 
in the W. A. Alexander & Co. agency. 


assistant agency manager of the Lust- 
gargen agency. 





DISCUSS COST OF BUSINESS 

L. S. Morrison, of the Sales Research 
Bureau, Hartford, addressed the Chi- 
cago Actuarial Club while he was in the 
city attending the Joint Research Bu- 
reau—Life Agency Officers gathering. 
He took up “What Price Business?” a 
subject which he developed at length 
in a volume published by the Research 
Bureau. Mr. Morrison, after a long 
resolved the problem ‘to a 


A large number of friends paid their | survey, 
respects to the new general agent. There formula based on _ the  asset-share 
Were present from the Ohio National | method. In open discussion which fol- 


Life home office at Cincinnati, Vice- 
president John H. Evans, Grant West- 
gate, assistant agency superintendent, 
and Vice-president R. B. ' Sturtevant. 
W. E. Glassbrook of Lansing, Mich., 


lowed his talk a number of actuaries 
pointed out the practical difficulties of 
applying formulas to human _ relations 
and discussed ways and means by which 





the very worth-while results of the bu- 








One-third of its new business comes from the six New 
England States and other Eastern territory. 





Men who believe they have general agency qualifica- 
tions may obtain full particulars by addressing the 


agency department. 
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reau’s survey might be applied success- 
fully to reducing the cost of procuring 
business. Among the discussants were 
W. M. Johnson, vice-president and actu- 
ary Central Life of Illinois; W. ; 
Morris, secretary-actuary North Ameri- 
can Life; Ross E. Moyer, vice-president 
and actuary Continental Assurance, and 
vice-president of the club, and H. C. 
Reeder, office manager and actuary 
Country Life. H. A. Reise, consulting 
actuary, club president, presided. 


KEMP HOST AT LUNCHEON 


About 40 members of the D. C. Kemp 
agency of the Equitable Society in Chi- 
cago were entertained by Mr. Kemp at 
a luncheon. Walter L. Gottschall, newly 
appointed director of agents for the 
central and western departments, was 
the principal speaker. The luncheon 
was given to stimulate interest in quali- 
fying for the 80th anniversary of the 
Equitable to be held in New York next 
July. The committee in charge of ar- 
rangements were Helen M. Zepp, 
chairman; Helen M. Thomas, Milton 
Ladenson, supervisor, and Gilbert E. 
Grimm. 


FORMER MANAGER DIES 


Carl A. Scholl, 60, former manager 
Fidelity Mutual Life in Chicago, died 
in St. Francis Hospital in Evanston. 
Mr. Scholl had been with that company 
about 40 years and since 1936 had main- 
tained an office as a personal producer. 
He started in the home office, going to 
Chicago in 1907 as a cashier. He later 
returned to the home office in the 
agency department. In 1924 he was 
appointed Chicago manager and in 1934 
James H. Brennan became a joint man- 
ager. About a year and a half later Mr. 
Scholl retired from managerial duties, 
going into personal production. 


L. 8S. BROADDUS’ OCTOBER 


L. S. Broaddus, manager of the Guar- 
dian Life in its Field building branch 
at Chicago, made a special mark in Oc- 
tober, the agency quota being 70 appli- 
cations. The Broaddus office wrote 82, 
the volume being $271,150, which is the 
largest volume month in the two and a 
half years the agency has been in ex- 
istence. The average case was $3,306. 
There were 20 cases written for $137,- 
500 on the graph-estate, the new plan 
brought out by the company. The av- 
erage written under this plan was 
$6,875. 

The November campaign started out 
with enthusiasm, an agency meeting 
being held with ‘Superintendent of 
Agencies F. F, Weidenborner and As- 
sistant Superintendent George Mendes 
from the home office present. Lionel 
Lindheimer who joined the agency Oct. 
1, wrote 21 applications for $91,100. He 
was formerly connected with the Equit- 
able Society. 


TRUST OFFICER TO SPEAK 

R. H. Booth, assistant trust officer 
National Shawmut Bank, Boston, will 
speak at a meeting of the Chicago Life 
Insurance & Trust Council Nov. 18 on 
“Boosting Your Profits by Cooperative 
Selling.” He has been chairman Amer- 
ican Bankers Association’s committee 
on relations with life insurance compa- 
nies for three years and is past presi- 
dent Boston Life Insurance & Trust 
Council. P. B. Hobbs, Equitable So- 
a: is president of the ‘Chicago coun- 
cil. 


GOLDEN STATE OPENS OFFICE 


The Golden State Mutual Life, Los 
Angeles, which was recently admitted 
to Illinois, has started to develop the 
territory. R. W. Smith, assistant direc- 
tor of agencies from the home office 
has been assigned to have charge of the 
work. He has his office at 4654 South 
Parkway, Chicago, and will open up the 
state from there. He has a leave of 
absence of six months from the home 
office to effect the organization. He ex- 
pects to appoint a general agent for 


Chicago, and later for such other points 
as seem desirable. 

Mr. Smith is a native of Denver, and 
a graduate of Wilberforce University in 
Ohio. On leaving school he went with 
the National Benefit Life at its Phila- 
delphia office, finally becoming manager 
of that office. He left the National 
Benefit to join the Golden State. The 
company also is preparing to enter 
Texas. 


GILBERT SAMUELSON FETED 


Gilbert Samuelson, ranking agent in 
production in C. J. Zimmerman’s Con- 
necticut Mutual office in Chicago, cele- 
brated his 25th year of service and was 
given a luncheon by Mr. Zimmerman. 
From the home office there were present 
V. B. Coffin, second vice-president, and 
F. O. Lyter, assistant supervisor of 
agencies. Others in attendance were S. 
T. Chase, general agent emeritus, who 
employed Mr. Samuelson; E. S. Hew- 
itt, agency supervisor, and W. H. Sieg- 
mund, brokerage supervisor. 


CROWN LIFE TO OPEN AGENCY 


The Crown Life of Toronto has ap- 
plied for admission to Illinois and as 
soon as a license is granted it will start 
negotiations to establish a _ general 
agency or branch office in Chicago. E. 
J. S. Brown, superintendent of agen- 
cies, attended the meeting of the Asso- 
ciation of Life Agency Officers at the 
Edgewater Beach hotel in Chicago last 
week and began a survey of Chicago 
conditions. In the United States it is 
already operating in Michigan and 
Washington. It does more or less of a 
world wide business and is one of the 
very stable Canadian companies. Its as- 
sets are $30,771,878, capital and surplus 
$2,211,312 and insurance in force $188,- 
299,886. _ Canadian companies having 
offices in Chicago are the Sun Life of 
Montreal, Canada Life, Manufacturers 
Life of Toronto and Great West Life 
of Winnipeg, all being held in high 
repute. : 


INSURANCE LAWYERS’ MEETING 


The Chicago Life Insurance Lawyers 
Club will hold its November meeting 
next Tuesday evening at the Brevoort 
Hotel. H. B. Goldstein will present a 
paper on “Injuries caused by the inten- 
tional act of the insured or any other 


NEWS OF LIFE 


ASSOCIATIONS 





Missouri Plans for 


National Convention 


SEDALIA, MO.—Plans were dis- 
cussed for full representation of all 
Missouri underwriters at the 50th con- 
vention of the National association in 
St. Louis next year at the mid-year 
meeting of the Missouri Association of 
Life Underwriters here. The first an- 
nual training conference for officers of 
local associations was held in the after- 
noon preceding the sales congress. 

More than 125 registered for the con- 
vention, and almost 200, including civic 
and business leaders of Sedalia, at- 
tended the banquet to hear Frank M. 
See, New England Mutual _§ general 
agent in St. Louis, discuss “The Indi- 
vidual Approach to Social Security.” 

The Missouri association will hold its 
annual convention in Excelsior Springs 
next spring, with Kansas City and St. 
Joseph acting as hosts. At that time the 
association plan is to increase dues from 
20 to 50 cents a year, inasmuch as here- 
tofore financing has had to be done 
partly by officers. 

The association will attempt to in- 
crease its membership from 1,100 in ten 
locals to 3,000 for the national golden 
anniversary convention in 1939, to which 
the Missouri group will be host. The 
Excelsior Springs meeting will be a 
springboard for the larger convention. 


Special Reports Presented 


Reports and discussions on associa- 
tion practice were presented as follows: 
finances, V. W. Wiedemann, Sun Life, 
Kansas City; sales congresses, Prewitt 
Turner, Home Life of New York, Kan- 
sas City; programs, Arnold Roth, Trav- 
elers, Cape Giradeau; women underwrit- 
ers, Mrs. Dorothy Riley, Reliance Life, 
Columbia; general agents and managers, 
Frank M. See, New England Mutual, 
St. Louis; national committee, Herbert 








person—what does it mean?” A story 
will be told by A. F. Gruenwald and a 
review of court decisions will be given 





by I. N. Blumenthal. 





HOSTS TO ILLINOIS MEETING 





J. HAWLEY WILSON 


Peoria always attracts a large crowd 
to its annual sales congress which starts 
off the year for the Illinois Association 
of Life Underwriters. This year was 
no exception, as Illinois underwriters 
have come to look upon the “Peoria 
gang” as the perfect hosts. For a city 
of its size, Peoria probably has the most 








outstanding group of life underwriters 





LESTER 0. SCHRIVER 


in the country. Among the many Pe- 
oria leaders in association work are J. 
Hawley Wilson, Massachusetts Mutual 
Life, a National association trustee and 
chairman of the important association 
administration committee, and Lester 
O. Schriver, general agent Aetna Life 
_ past National association presi- 
ent. 


A. Hedges, Kansas City; programs, 
Arthur Shugg, Aetna, St. Louis; mem. 
bership, W. L. Coonrod, Northwestern 
National, Springfield, and Paul French, 
New York Life, St. Louis; national con- 
vention plans, George L. Dyer, Sr., Co. 
lumbian National, St. Louis; law and 
legislation, Mr. Dyer and Charles L, 
Scott, Massachusetts Mutual, Kansas 
City. 

The best attendance of women under- 
writers in the history of the association 
included Miss Helen Summy, president 
St. Joseph association, and chairman of 
the Woman’s Quarter Million Round 
Table. 

President James G. Callahan named 
W. L. Coonrod to head the educational 
committee. E. E. Woodbury of Colum- 
bia is vice-chairman. 


Cooperative Body 


“In matters of legislation, public edu- 
cation in life insurance, education of our 
own members, elimination of unfit 
agents, opposition to forces created for 
the purpose of destroying the principles 
and ideals for which our organization 
stands, our state association can and 
does act as the medium through which 
we may voice our united opinions and 
fight, if necessary, as a powerful co- 
operative body,” said Dallas Alderman 
of the Kansas City Life, past president. 

Mr. Alderman scored current fantas- 
tic schemes of social security, bank sav- 
ings insurance, and other nostrums det- 
rimental to life underwriting. These 
are critical times, demanding a strong 
group organization. However, the most 
effective influence can be exerted day by 
day by individual life underwriters who 
are interviewing thousands of prospects 
and communicating the idea of social 
security on the basis of individual initia- 
tive and personal responsibility. 

The life insurance man has an un- 
paralleled opportunity to be a “human 
engineer,” H. Roe Bartle, Kansas City 





Boy Scout executive, told 100 under- 
writers and Sedalia business men at the 
luncheon Saturday. 


National President on 
First Association Tour 


In his first speaking tour as president 
of the National Association of Life Un- 
derwriters, Holgar J. Johnson, general 
agent Penn Mutual, Life in Pittsburgh, 
started at the Illinois sales congress in 
Peoria last week. This week he spoke 
before the Hartford association and the 
Life Insurance & Trust Council there. 
On Nov. 11-13 he will attend a Sales 
Research Bureau meeting in Hartford, 
and on Nov. 14 will resume his tour 
with a talk before the Central Massa- 
chusetts Association. He will address 
the Albany association on Nov. 15, and 
both the Rochester association and 
managers on the 16th. He will wind 
up his November schedule with talks 
before the Buffalo underwriters and 
managers on the 17th. 

On Nov. 30 Mr. Johnson will meet 
with the board of trustees of the Na- 
tional association at their winter meet- 
ing in the Hotel Waldorf-Astoria, New 
York City. 


Pennsylvania State Meet 
in Wilkes-Barre Nov. 19 


The annual sales conference of the 
Pennsylvania State Association of Life 
Underwriters will be held in Wilkes- 


Barre, Nov. 19. S. E. Webster, general 
agent Provident Mutual, Pittsburgh, 15 
president. : 

The program will include talks on 
“Life Insurance and the Public,” by 
George H. Harris, director of public re- 
lations Sun Life of Canada; “Colloquial 
Humor,” by Con McCole, Mutual Life 





district manager at Wilkes-Barre, and 
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“Finding Them Where They Are Not,” 
by I. S. Kibrick, New York Life, 
Brockton, Mass. “The Trial of John 
Q. Agent,” the Philadelphia Life Under- 
writers Association’s courtroom drama, 
will be presented by the original cast. 


List Notable Speakers for 
Northern N. J. Congress 

NEWARK-—Speakers at the congress 
of the Northern New Jersey Life Un- 
derwriters Association here Dec. 1 will 
include C. J. Zimmerman, Chicago 
general agent Connecticut Mutual Life 
and vice-president National Association 
of Life Underwriters; H. T. Wright, 
Equitable Society, Chicago, secretary 
National association; Grant Taggart, 
California-Western States Life, Cowley, 
Wyo. and John A. Witherspoon gen- 
eral agent John Hancock Mutual Life, 
Nashville, Tenn., both trustees of the 
National association. 

Some people fail from fear, said Albert 
E. N. Gray, assistant secretary Pru- 
dential, in his talk on “Fear Makes 
Failures.” Courage is the ability to 
overcome fear. Your success depends 
upon your purpose. Mr. Gray was 
made an honorary life member of the 
association. 


New Haven Sales Forum 


NEW HAVEN, CONN.—The fourth 
annual sales forum of the Life Under- 
writers Association of New Haven was 
held Monday. The theme of the meet- 
ing was “Improving our Public Rela- 
tions.” One of the speakers was 
Howard V. Krick, general agent Penn 
Mutual, whose subject was “What To- 
day’s Public Thinks of the Life Insur- 
ance Agent.” The committee in charge 
included C. W. Mercer, manager Equi- 
table Life Society, Kenneth Catlin, man- 
ager Phoenix Mutual, and Stanley Trot- 
man, Northwestern Mutual. 


Pittsburgh—Steacy E. Webster, gen- 
eral agent Provident Mutual, is chair- 
man of the group of 34 members of the 
Pittsburgh association who will be re- 
sponsible for raising about two thirds 
of the $116,000 assigned to the men’s 
central division in the $2,600,000 Com- 
munity Fund drive. N. H. Weidner, Re- 
liance Life, and F. J. Stevenson, E, A. 
Woods Company agency, Equitable So- 
ciety, are associate chairmen. 


Sioux City, Ia.—G. F. Ream, assistant 
superintendent of agencies Mutual Bene- 
fit Life, spoke at the monthly meeting. 


Louisville— A one-Cay programming 
school was held Nov. 3 in charge of A. 
M. Anderson. 


Macon, Ga.—A, B. Langley, president 
Carolina Life, Columbia, S. C., gave an 
address on “The Relationship of Indus- 
trial to Ordinary Life Insurance.” 


Columbus, 0.—The fall seminar was 
held Thursday, with Guy D. Randolph, 
Cincinnati general agent New England 
Mutual, as the luncheon speaker. Dis- 
cussions were under three general head- 
ings: Prospecting, Time Control and 
Work Habits, and Practical Sales Prob- 
lems. The principal speakers were B. F. 
Hadley, Equitable of Iowa; R. P. Gyegli, 
Penn Mutual, and Don Carver, Sun Life. 
A half dozen or more questions were 
discussed. 


Richmond—C. F. Collins, agency sec- 
retary New England Mutual Life, spoke 
on “Crossing the Tape.” The last 15 
minutes was devoted to an open forum 
on “Capitalizing on Social Security.” 


Danville, Va.— Commissioner Bowles 
of Virginia spoke Thursday evening. 


Hartford—The agency practices agree- 
ment is still a major factor in the pro- 
sram of the National Association of Life 
Underwriters, and is continuing to be a 
dominating force in raising insurance 
Standards, said Holgar J. Johnson, na- 
tional president. All of the companies 
hin home offices in Hartford are signa- 
ories to the agreement and are cooper- 
oe toward the end of making it effec- 
Ive, he said. Mr. Johnson stressed 
Fetes to bring the agent the right- 
ul prestige to which he is entitled. 
4 Our companies wish to cooperate and 
O—but we have a responsibility to ex- 
Press to them the things we want to see 








accomplished by their cooperation in 
this activity. Furthermore, the time 
will soon come when the next step of 
setting a minimum production for a man 
to stay in the business—as has been done 
in Canada—will play its part in helping 
to raise the standards in the life insur- 
ance business.” 

He urged purpose selling instead of 
problem selling. ‘Nobody likes to look 
at problems, but everyone likes to out- 
line plans and purposes,” he concluded. 


Springfield, M1l—E. E. Cooper, super- 
intendent of agencies Equitable Life of 
Iowa, spoke. The meeting was held 
while the state association gathering 
was in progress in Peoria and Presi- 
dent Milo P. Flickinger of the Springfield 
association, Northwestern Mutual agency 
supervisor, was in Peoria, so he got Na- 
tional President Holgar J. Johnson to 
speak over the telephone to the Spring- 
field meeting. 


Detroit—More than 140 agents regis- 
tered for the all-day semi).ar conducted 
by A. M. Anderson. A. L. Dern, vice- 
president Lincoln National Life, will 
speak at a luncheon meeting. 


Birmingham — Several hundred copies 
of a newspaper advertisement by the 
Birmingham Trust & Savings Company 
in which life insurance is urged as the 
proper medium for building a “clean-up” 
fund after death, were distributed. The 
bank invited the public to bring their 
life agents and go over estate plans with 
the trust officers. It was pointed out 
that when death occurs during periods 
of depression, often valuable securities 
must be sold at low quotations unless 
protected by cash. 


Valley Grande (Texas)—H. B. Wer- 
nette, Corpus Christi, National Life & 
Accident agency manager and vice-presi- 
dent Texas association, spoke at a meet- 
ing in Harlingen on educational and 
publicity services of life insurance. I. 
A. Patton, McAllen, national committee- 
man, reported on the Houston conven- 
tion. 


Lansing, Mich.—Ford S. Kumpf, presi- 
dent and managing director, and Alfred 
S. Upton, superintendent of agencies of 
the Dominion Life, will speak Nov. 16. 
Baltimore—Manuel Camps, Jr., general 
agent John Hancock Mutual, New York 
City, gave the address this week on 
“What Price Organized Sales Talks?” 


Chattanooga, Tenn.—A. M. Anderson 
conducted a one-day sales congress. 


St. Paul—Louis Behr, Equitable So- 
ciety, Chicago, will speak Nov. 18. 


Minneapolis—Chester O. Fischer, vice- 
president Massachusetts Mutual Life, 
spoke, 

Wichita, Kan.—O Nov. 12 Wm. J. 
Nicholls, Jr., general agent Penn Mu- 
tual, will conduct a panel discussion on 
“Prospecting” with representative busi- 
ness men both outside and within the 
life business speaking. On Nov. 26 a 
play presenting sales ideas is being pre- 
sented under the direction of Dean Mat- 
thews of the Northwestern Mutual. 


Jackson, Mich.—Charles E. Brown, dis- 
trict manager at Grand Rapids for the 
Mutual Life of New York, spoke on 
“There Is More in You.” 


San Antonio, Tex.—E. B. Stevenson, 
vice-president of National Life & Acci- 
dent in charge of the ordinary depart- 
ment, will speak Nov. 19. 


Chippewa Valley—K. W. Jacobs, IJr., 
Milwaukee general agent Connecticut 
Mutual Life and Wisconsin national com- 
mitteeman, spoke on “Are You a Builder,” 
at a meeting at Eau Claire, Wis. 


Philadelphia—The fall sales rally will 
be held Nov. 17. Speakers will be Eric 
G. Johnson, associate general agent Penn 
Mutual, Pittsburgh; George H. Harris, 
director of public relations Sun Life of 
Canada, and I. S. Kibrick, New York Life, 
Brockton, Mass. 


Indianapolis—A. E. N. Gray, assistant 
secretary of the Prudential, spoke on 
“Actors Sell, Therefore Salesman Must 
Act.” Hilbert Rust presided and Carl 
F. Maetschke, Indiana manager, ordinary 
department of the Prudential, introduced 
the speaker. C. F. Barney discussed 
“Presenting the Life Insurance Appli- 
cant’s Case to the Home Office.” C. C. 
Crumbaker talked on “Life Insurance Is 
Preferred Property.” 







































Visitor yy 
F ines 


Wetcomep recently in our home office 
was a pleasant gentleman connected with 
a Norwegian life company. He had crossed. 
the seas to inquire what American com- 
panies might be doing to combat the “at- 
tacks against life insurance.” Let us hope 
he also had opportunity to chat with a few 
insurance-incomed widows. “Their eyes 


have seen the glory...” 


IN hie a. 
VIRGINIA 


RICHMOND 
Established 1871 













































Now..PACIFIC MUTUAL 
JUVENILE INSURANCE 


With the addition of a com- 
plete line of new, geared-to- 
the-need Juvenile Policies, 
Pacific Mutual’s unusually 
wide range of personal cover- 
ages now serves the entire 
family unit. 































LIFE 
ACCIDENT & HEALTH 




















ETA ALLEL 


LIFE INSURANCE COMPAN) 







HeNATIONAL UNDERWRITER. 








November 11, 1933 














ij PROPERTY MANAGEMENT || 


|DIRECTORY| 





@ The property management firms whose names are shown on this page have been selected after 
careful investigation. They have the recommendation and endorsement of The National Underwriter. 


ALABAMA 


CALIFORNIA (Cont.) 


ILLINOIS (Cont.) 


KANSAS 





.ENGEL 
REALTY COMPANY 


Realtors & Insurors 


MANAGEMENT SALES 
LEASES APPRAISALS 


BIRMINGHAM, ALABAMA 


R. G. HAMILTON & CO. 


(Established 1922) 
111 Sutter Street 
San Francisco 
PROPERTY MANAGEMENT 
INSURANCE 
RENTALS 
SALES 
LOANS 


Oakland Office — Latham Square Bldg. 


Member Institute of Real Estate 
Management 


Mmm rar 
Ss if 
= Ai LV IN} 
PARKER-HOLSMAN 
PUT UHOHT LILLIES ETUUO LUGE 

c te} M P A N 

MS UHUNPHIITIOLLLT ELLE EEE Td 

7REALTORS 


MANAGEMENT & SALES 


1501 EAST 57TH STREET 


HYDe Park 2525 CHICAGO 


RK. STILES & CO. 


Property Management 


Appraisals 
® 
903 N. Seventh St. .Kansas City, Kan, 








Property Management 


APPRAISALS 
INSURANCE 


e 
F. L. GIBLIN & Co., Inc. 


6 St. Joseph Street 
MOBILE, ALA. 


SALES 





COLDWELL 
CORNWALL and BANKER 


Property Management 
General Real Estate 
and Appraisals 
A STATE WIDE SERVICE 
523—W. 6th St. Financial Bldg. 57 Sutter St. 
Los Angeles Oakland San Francisco 











SMITH & COCHRAN 


INDUSTRIAL BUSINESS, 
LEASES AND SALES 


e 
Property Management and Appraisals 
Montgomery, Ala. 





COLORADO 











CALIFORNIA 





Los Angeles Population 1950—2,500,000 
W. M. GARLAND and CO. 
117 West 9th Street 





APPRAISALS An 
SALES yon ae 
FINANCING ear mane 








INSURANCE Years Sanding 





PROPERTY MANAGEMENT 
LOS ANGELES, CALIFORNIA 








Established 1908 


ROY C. SEELEY CO. 


Business and Industrial Realtors 


Property Management—Appraisals 
Complete Service 


Pacific Electric Bldg. 


Los Angeles, Calif. 


Morrison & Morrison 
Realtors and [nsurors 


REAL ESTATE 
MANAGEMENT 
SALES APPRAISALS 


Member—Institute Management 


DENVER, COLO. 











DIST. OF COLUMBIA 





SPECIALISTS in Management 
Selling, Leasing of Chicago In- 
come Producing Properties 


L. J. SHERIDAN & CO.. 


One North La Salle Street, Chicago 
TELEPHONE FRANKLIN 7855 


Exclusive Agents for One La Salle 

Street Building; Builders Bldg.; 

33 South Wabash Ave. Building 
and other properties 








WIRTZ, HAYNIE & EHRAT, Inc. 


Real Estate Management 


LOANS oa SALES 
3180 Sheridan Road Wellington 3000 
CHICAGO 





LOUISIANA 





DANZIGER 


A Complete Real Estate 


Service 
Geo. Danziger, Pres. 
401 Baronne St. 
New Orleans, La. 











INDIANA 





C,H. HILLEGEIST CO. 


1621 K St. N. W. NAT'L 8500 
Washington, D. C. 
Business and Residential Properties 
Sales — Leases—Property Management 
Mortgage Loans — Appraisals 
Building and Developing 
Serving District of Columbia and 
adjacent Maryland and Virginia 





GEORGIA 





Established 1881 


Sales 
Leases 


Insurance 


PROPERTY MANAGEMENT 


SHARP-BOYLSTON COMPANY 
39-41 Forsyth a ~nf Atlanta, Ga. 








ILLINOIS 


PROPERTY MANAGEMENT 


APPRAISALS 
Sales - Leases 
Insurance - Mortgage Loans 


W. A. Brennan Agency Corporation 
428 Illinois Bldg. Riley 2315 


INDIANAPOLIS 








M. A. I. Appraisals 


REALTOR 


Property Management 
Ricou-Brewster Building 
Shreveport, Louisiana 











MICHIGAN 











IOWA 


SALES 
APPRAISALS 
FINANCING 
MANAGEMENT 


T. F. eos : 
UWI co 
50 years of Faithful Service 
Majestic Bldg., Detroit 

F, Earl Johnston J. C. Johnston 











MEL FOSTER CO. 


Appraisals 
Mortgage Loans - Property 
Management 
With Offices in 


Moline, Ii. Davenport, Ia. 
Sth Ave. Bidg. Security Bldg. 
Mol, 1493 2-' 
Rock cotene. Ill. 


Best. Bldg. 
R. I. 795 


PROPERTY MANAGERS 


Real Estate Appraisers 


INSURANCE COMPANY 
CORRESPONDENTS 


H. G. WOODRUFF, INC. 
1812 Union Guardian Building 
Detroit 











IVAN A. THORSON 


Organization 


Real Estate Appraisers 
and Tax Counsellors 


A Nation-wide Service 


12th Floor Corporation Building 
Los Angeles, California 








HOOKER & SLOSSON 
Specialists in 
APPRAISALS, MANAGEMENT, 
LEASING, and SALES of CENTRAL 
and OUTLYING REAL ESTATE 


140 SO. DEARBORN ST. 
CHICAGO - RANDOLPH 4022 











HARRY G. WALLACE 
& CO., Inc. 


APPRAISALS 
Specializing in: 


CITY AND FARM MANAGEMENT 
AND SALES 


Flynn Bldg. Des Moines, Iowa 








GRAND RAPIDS MICHIGAN 


Appraisals 


PROPERTY MANAGEMENT 
BUSINESS AND INDUSTRIAL 
REAL ESTATE 


Member of the American Institute 
of Real Estate Appraisers 


I. R. BLANDFORD 
108 Federal Square Building 
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THORPE BROS.., Inc. 


REALTORS 
Member—Institute Management 
Property Management 


Thorpe Bros, Building 
519 Marquette 
MINNEAPOLIS, MINNESOTA 


NEW JERSEY 

















DUNN & STRINGER 


INCORPORATED 
Empire Bank Building 
St. Paul, Minnesota 
McNeil S. Stringer, Pres. 


Mortgage Loans 
Real Estate 
Property Management 


SEELY CADE, Inc. 


26 Journal Square, Jersey City 


REAL ESTATE 
Management Appraisals 


Member—Institute of Management 





RONEY 


REALTY COMPANY 
REALTORS 
Herald Building, 332 So. Warren Street 
SYRACUSE, N. Y. 
Appraisals 


Management 
Sales Rentals 




















MISSISSIPPI 


NEWARK, N. J. 
PROPERTY MANAGEMENT 
Appraisals — Sales 
HARRY J. STEVENS 
478 Central Ave., Newark, N. J. 


Member 


American Institute of Real Estate Managers 
American Institute of Real Estate Appraisers 











Mississippi’s Largest Realtor 


W. P. BRIDGES 


PROPERTY MANAGEMENT | 
AND SALES 


Bridges Bldg.—Jackson, Miss. 

















NEW YORK 


E. K. SHEFFIELD, M.A. I. 


Akron, Ohio 


Realtor 
Property Management 


651 First Central Tower Jefferson 2131 

















MISSOURI 





E. F. PIERSON & CO. 


Realtors 


MANAGEMENT 
APPRAISALS 


Kansas City, Mo. 
E. F. PIERSON, M. A. L 


SALES 


Commerce Bldg. 


De L. PALMER, INC. 


DeLancey Palmer, Pres. 


REALTORS 
111 State Street Telephone 40181 
Albany, N. Y. 

REAL ESTATE 
Appraisals Brokerage 
Property Management 
Established over 50 Years 


HOWARD P. STALLMAN & CO. 


Property Management 
Sales 
Leases 


50 EAST BROAD ST. 
COLUMBUS, OHIO 




















M. H. RODEMYER & CO. 





DEXTER P. RUMSEY & CO, Inc. 


53 Court Street 
Buffalo, N. Y. 


Complete real estate and insurance 
service, including sales, rentals and 
leasing (residential and commercial) ; 
property management, appraising, mort- 
gages, etc. 


GORMAN & PETERS, Inc. 


30 So. Ludlow St. 
Dayton, O. 
Property Management and Sales 


E. J. Barney Gorman Roy H. Peters 














Property Management 





ASBURY REALTY COMPANY 











MINNESOTA NEBRASKA (Cont.) NEW YORK (Cont.) OKLAHOMA 
Reels Seer Seat In Omaha Property Management 
REAL ESTATE SERVICE G. H. KECK & SON Morteare Loe 
ropety Management Appralas BYRON REED COMPANY, Inc. REAL ESTATE Aporeisale 
a ers of Insti eal Esta Appraisals Sales Managemen Mort 
a” ee i a i pe J Qemry senewenae 
GENERAL MANAGEMENT Largest and Oldest Organization— Suite (81-82) Parker Bldg. SALES fs COMPANY 
COMPANY pe Schenectady, N. Y. 
Baker Building, Minneapolis FARNAM BUILDING Peirine Building, Oklahoma City 
PENNSYLVANIA 





PROPERTY MANAGEMENT 
MORTGAGE LOANS 
REAL ESTATE 


HARR 


SWENSON 


Marine Bank Building—Erie, Pa. 








PHILADELPHIA. — SOUTH JERSEY 
PROPERTY MANAGEMENT 
MORTGAGES 
APPRAISALS 


Markeim-Chalmers-Ludington, Inc. 


1424 Walnut Street, Philadelphia, Pa. 
645 nn St., Camden, N. J. 
J. W. MAR Member — AMERICAN 
INSTILOTE OF REAL ESTATE 


RS 
AMERICAN INSTITUTE OF PROPERTY 
MANAGEMENT 








WILLIAM |. MIRKIL CO. 


1500 Walnut Street 
Philadelphia 
Management—A ppraisals—Sales 


William I. Mirkil—M. A. L & C. P. M. 
Samuel T. Hall—M. A. L. & C. P. M. 








COMMONWEALTH 
REAL ESTATE CO. 


Modern 
Management—Appraisals 
Sales 


312 Fourth Ave. 





Pittsburgh, Pa. 








TENNESSEE 





Our Experience of More Than 25 Years Will 
Help Solve Your Problems 


We Invite Your Consultation 


F. L. Gates Company 
REALTORS—INSURORS— 
MORTGAGE LOANS 


729 Walnut St. Phones: 7-1534—1.2978 
CHATTANOOGA, TENN. 

















524 Sharp Bldg. Lincoln, Neb. 


A COMPLETE SERVICE 
properly staffed 
Member—Institute Management 


109 N. 8th St., St. Louis, Mo. Leasing Sales Appraisals 
* 506 First Nat'l Bank Bldg. 
Property Management Hamilton, O. 
— (REAL Estat a cantata 
225 Fifth Ave., New York, N. Y. aaa 
AShland 4-4200 
NEBRASKA 
In IN TOLEDO 
L. F. FARRELL ROCHESTER, NEW YORK It’s 
for 
APPRAISER PROPERTY MANAGEMENT The Etchen-Lutz Company 
Specialized Departments in 
Property Management WILLIAM H. GORSLINE PROPERTY MANAGEMENT and 
Insurance Loans 119 Main Street East Mortgage Loan Correspondents 


The Etchen-Latz ae, = ym 








725 Adams St. 


Member Institute of Real Estate 
Management 


Percy Galbreath & Son: 


REALTORS 
Property Management — Appraisals 
Columbian Mutual Tower 
Memphis, Tennessee 
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_LIFE SALES MEETINGS 





Fall Sales Meeting 
of Jackson Agency 


Plans were made at the fall sales 
meeting of the I. B. Jackson agency of 
the Massachusetts Mutual, Cincinnati, 
for a strong finish the remainder of the 
year. W. W. Sullivan, president of the 
agents’ association, introduced Mr. Jack- 
son, who stressed the value of action 
on present contracts in view of the 
changes in rates and smaller interest 
earnings on funds left under settle- 
ment options which appear to be due 
after the first of the year, a number of 
companies having already announced 
such changes. 

E. W. Snyder, Cleveland general 
agent, emphasized that the surest way 
a man can secure financial security for 
his family to guarantee it peace and 
happiness is by the purchase of life 
insurance. C. E. Pejeau, assistant gen- 
eral agent, Cleveland, stressed the im- 
portance of mental attitude. The four 
essential factors for successful life in- 





surance selling, Mr. Pejeau said, are 
enthusiasm, prospecting, selling—“inter- 
preting the actuarial facts in sales 
terms,” and work habits. 

Mr. Pejeau showed that up to 1929 
about 90 percent of life insurance sold 
was on a protection basis. Due to tax 
changes and business adjustments, this 
has been radically changed and the 
agent who has not kept abreast of the 
times has suffered accordingly. 

T. W. Evans, Cincinnati, said that 
anyone who wishes to attain a goal 
must first set one. He cautioned against 
setting any objective out of reason, but 
insisted that every person must have a 
mark. 

Other speakers were R. F. Ives, H. 
S. Hatfield, and A. R. Jaqua, associate 
editor Diamond Life Bulletins. M. C. 
Farrell was elected president of the 
agents’ organization and Mr. Evans was 
reelected treasurer. 





Mutual Life Richmond Meeting 


At the annual Field Club convention 
of the Richmond, Va., agency of the 
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TENNESSEE (Cont.) 


TEXAS (Cont.) 





W. W. DILLON & CO. 


REALTORS 


PROPERTY MANAGEMENT 
SALES LEASES 


Bennie-Dillon Building 


NASHVILLE, TENN. 








Sam Realty Co. 
Oldest and Best 
50 Years Experience 
Specializing in 
Sale and Management 
City Property 


Houston, Texas 





Jake Sam 
220 Binz Bldg. 





TEXAS 
PAYNE & WILEY CO. 


PROPERTY MANAGEMENT 
APPRAISALS 





616 Brazos Phone 2-9228 
Austin, Texas 








“48 Years in Dallas” 


J.W.LINDSLEY & CO. 
REALTORS 
We specialize in Property Man 
agement for Life Insurance and 
Trust Companies. References. 


1209 Main St. DALLAS 








H. R. HOHENBERGER CO. 


Real Estate Counsellors 
Realtors Since 1908 
PROPERTY MANAGEMENT 
APPRAISALS 


811-13-15 National Bank of Commerce 
Building 


San Antonio, Texas 








E. L. HUMPHREYS 


Established 1897 


PROPERTY MANAGEMENT 
APPRAISALS 


213 Provident Bldg.—Phone 988 
Waco, Texas 











WISCONSIN 





McDONALD & COMPANY 


601 Dan Waggoner Bldg. 
Fort Worth, Texas 
e 


Property Management — Sales — Loans— 
Appraisals—Competent Real Estate 
Service 








SCHEFFER-PURTELL CO. 


REAL ESTATE 
Selling—Renting—Managing— 
Financing—A ppraising 
757 No. Water St., Milwaukee 
Phone DAly 3426 











Mutual Life of New York, J. P. Wells 
of Danville was awarded the agency 
trophy for largest paid for business, 
$300,500. E. L. Ayres, Lynchburg, cap- 
tured the manager’s trophy-for the larg- 
est number of lives insured, 74. The 
divisional trophy, awarded for the larg- 
est percent of paid-for insurance per 
quota, went to J. R. C. Stephens, dis- 
trict manager for the Northern Neck 
of Virginia. He had a percentage of 
366. J. B. Hutcheson, Roanoke, was 
the consecutive weekly application 
leader, with 824 weeks. Eldon D. Wil- 
son, manager of the agency, discussed 
“Recent Policy Changes.” L. P. Cassell, 
service representative, talked on “Con- 
servation’; A. L. Jeter, agency organ- 
izer, on “Sales Appeals in the Life In- 
surance Contract,” and R. M. Frazer, 
city supervisor, on “The Life Under- 
writer of Tomorrow.” 


Lincoln National Meeting 
Held for Agents in Ohio 


More than 90 agents and home office 
executives of the Lincoln National Life 
attended the Ohio agents’ conference in 
Columbus. Attending from the home 
office were C. F. Cross, second vice- 
president and agency manager; W. E. 
Thornton, second vice-president and 
medical director; J. P. Carroll, superin- 
tendent of agencies, and J. J. Klingen- 
berger, agency secretary. General Agent 
H. E. Campbell of Columbus, presided 
as chairman. 

Addresses were given by C. F. Cross 
and L. A. Griffin. The highlight of the 
day was the talk given at the luncheon 
by Claris Adams, president Ohio State 

ife. 

Round table sessions occupied the af- 
ternoon program. J. P. Carroll and F. 
H. Berry led the discussion “Prospect- 
ing;’ D. W. Harris and E. J. Warm- 
bier on “Motivating and Closing;” J. H. 
Geer and S. M. Thompson on “Policy 
Forms Especially Adaptable to Today’s 
Needs;” C. R. Griswold and Mrs. Rose 
B. Krohngold on “Approaches and Pres- 
entations.” 








Sales Meet at Albuquerque 

ALBUQUERQUE, N. M.—The first 
sales meeting of the New Mexico 
agency since the consolidation of the 
Western American Life of Albuquerque 
with the Republic National Life of Dal- 
las was held here. C. P. Hilton, Albu- 
querque, regional manager of agencies, 
presided. H. O. Hutson, Dallas, Re- 
public National vice-president in charge 
of sales, talked on the “Sales Problems 
of a $1,000,000 Producer.” Mr. Hutson 
has a record of $1,000,000 yearly for the 
past seven years. 

O. R. McAtee, Dallas, Republic Na- 
tional director of agencies, spoke on 
“The Obligations You Assume as a Life 
Underwriter.” Another highlight talk 
was by Prager Miller, vice-president in 
charge of New Mexico and Arizona 
sales. 


Laffer Holds Zone Meets 


The H. W. Laffer general agency of 
the Northwestern Mutual at Wichita, 
Kan., held two zone meetings in Wich- 
ita and Salina. In addition to Warren 
Lundgren, assistant director of agencies, 
and Robert Jones, agency assistant from 
the home office, speakers included John 
Floyd of Arkansas City, Craig Kennedy 
of Wichita and Mr. Laffer. 





Equitable, Ia., Conference | 


A mid-winter general agents confer- 
ence of the Equitable Life of Iowa will 
be held Dec. 16-17 in New Orleans. 
Approximately 70 general agents are 
expected to attend and a large home 
office delegation headed by President 
Henry S. Nollen. Others to go from 


the home office include R. G. Hunter, 
senior vice-president and actuary; S. A. 
Swisher, Jr., agency vice-president; Dr. 
R. R. Simmons, medical director, and 
Ray Fuller, superintendent of agencies, 





together with various officials from the 


STOCKS 


H. W. Cornelius of Bacon, Whipple 
& Co., 135 South La Salle street, Chi. 
cago, gave the following stock quota- 
tions for life companies as of Noy. 7: 





Par Div.* Bid Askeq 
Aetna Life ..... 10 1.25 24 25 
Contral, TE. os. 10 er 9 12 
Cent. States Life 5 Aes 2 3 
Columb. Nat. L.100 cna 65 75 
Conn. General .. 10 -80 24 25 
Contl. Assurance 10 2.00 35 37 
Federal Life .... 10 eee 4% 5% 
Great Southn. L. 10 1.30 21 
Kan. City Life..100 16.00 340 355 
Life & Cas....+- 3 .50 12 13 
Lincoln Natl..... 10 1.20 25 27 
New World Life 10 -40 5% 6y% 
No. Amer. Life... 2 es 
N. W. National... 5 .30 13% 15 
Ohio National... 10 1.25 4 27 


Old Line Life... 10 -60 11 13 
Sun Life, Can...100 
Travelers ...... 100 
Union Cen. Life. 20 
Wis. National... 10 


*Includes extras. 








department. This will be the first gen- 
eral agents conference ever held away 
from the home office. 





Metropolitan Life Meeting 


Managers and assistant managers of 
the Metropolitan Life in western Mis- 
souri, Kansas, Oklahoma and Arkansas 
will meet Nov. 17-18 at Excelsior 
Springs in an educational conference 
with G. J. Spahn, agency superinten- 
dent, and J. H. Van Horn, supervisor 
of New York, in charge. 





North American Life Rally 


PEORIA, ILL.—Some 75 agents and 
officials of the North American Life of 
Chicago were guests of the Robert A. 
Dietz agency, at an all-day convention. 
Paul McNamara, vice-president; Charles 
S. Ashbrook, superintendent of agen- 
cies, and George Melberger of the pol- 
icy department were present from the 
home office. 

John W. Hoffman, state agency sup- 
ervisor, was in charge of the business 
meeting. The meeting included the an- 
nual session of the Illinois Boosters 
Club of North American Life. 





Celebrate Success of Drive 


The Burlington, Ia., agency of the 
Equitable Life of Iowa celebrated the 
success of the October drive in honor 
of E. E. Cooper, assistant superintend- 
ent of agencies. The agency had the 
biggest paid volume in its history. 


G. F. B. Smith at Davenport 


G. F. B. Smith, assistant superintend- 
ent of agencies Connecticut Mutual Life, 
addressed the Paul C. Otto agency of 
Davenport, covering eastern Iowa and 
western Illinois. Other speakers were: 
T. C. Stein, Burlington; M. O. Stevens, 
Ottumwa, and S. W. Sanford, Daven- 
port, manager of the Prudential. 


Former President Is Held 


JACKSONVILLE, FLA.—T. W. 
Benson, former president of the Suwa- 
nee Life, has been arrested here on a 
charge of using the mails to defraud. 
It is alleged that Benson’s corporation 
originally issued 5,000 shares of common 
stock with a par value of $10 a share. 
Several months later the charter was 
amended increasing the capital to 25,000 
shares with the same par value. Benson 
is said to have sold these shares to the 
public at from $20 to $25 a share. The 
indictment by a federal grand jury also 
states that the corporation acquire 
mortgages, real estate bonds and other 
assets, which were carried on the books 
greatly in excess of their cost, against 
which credit entries would be charged 
certain dividend payment items. 











The new Income Indicators show your 
prospect why it pays to BUY NOW 
before the option changes go into effect. 
Send $1 for three to The National Under- 





writer, 175 W. Jackson Blvd., Chicago. 
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LIFE AGENCY CHANGES 





sean enn 


Jamison to Assist 
Phelps in Boston 


ohn H. Jamison, former consultant 
of the Sales Research Bureau, has been 
appointed production manager of the 
Boston general agency for the North- 
western Mutual Life by Nelson D. 
Phelps who will succeed Ben H. Bade- 











H. JAMISON 


JOHN 


noch as general agent in Boston on 


Jan. 1. 

At the Phelps agency Mr. Jamison 
will engage in the induction and training 
of new agents and will assist established 
agents in special problems. After 
graduating from Yale in 1925 and spend- 
ing several years in the advertising 
business, Mr. Jamison’ became a per- 
sonal producer with an eastern com- 
pany and enjoyed success. He then en- 
gaged in induction and organzation 
work in Boston, Pittsburgh and New 
York City, and also traveled out of the 
home office of that company to visit 
agencies all over the gountry. 

An advanced underwriting group is 
planned in the Phelps agency and a se- 
ries of clincs will be held in all phases 
of programming, estate analysis and 
business insurance problems. A second- 
ary group is also planned for new 
agents who will be given intensive 
training in life insurance fundamentals 
and in selling. 


Sander Promoted 
to Canal Zone Post 


H. W. Sander has -been promoted to 
general agent in the Panama Canal 
Zone for the Lincoln National Life. 
He has been an agent there for the com- 
pany since his entry into the life insur- 
ance business five years ago. Mr. San- 
der attended the University of Wiscon- 
sin and the University of Pennsylvania, 
where he studied ‘architectural work. 
He then became an architectural de- 
Signer in the United States army and 
was stationed at Quarry Heights, Canal 

one, for two years. In September of 
1933, his friend R. L. Hesse, general 
agent in Madison, Wis., for the Lincoln 
National Life, prevailed upon him to en- 
ter life insurance work. One month 
later he returned to the Canal Zone 
where he has since established himself 
as one of its outstanding producers. 


Hamilton, Wilston Change 


J. Y. Hamilton, agency director of 
the New York Life in Sioux City, Ia., 
Is being transferred to Louisville in the 
Same capacity effective Jan. 1. He is 
Succeeded at Sioux City by A. J. Wil- 














ston, who has been agency organizer 
in Illinois under O. R. Carter, inspector 
of agencies, Chicago, who has charge 
of the mid-western department. Mr. 
Hamilton formerly was a resident of 
Louisville. Mr. Wilston also lived in 
that city and was a clerk in the New 
York Life office there. The move will 
be made about Dec. 1. 





Two General Agents Named 


Wayne H. England of Hope, Ark., 
has been appointed by the Guarantee 
Mutual Life of Omaha as general agent 
for 18 northeast Texas counties, with 
headquarters at Texarkana. He has 
been actively engaged in life insurance 
sales work since June, 1930, first with 
the Aetna Life and Mutual Life of New 
York, and more recently as district man- 
ager for the Jefferson Standard Life. He 
has moved his family to Texarkana, and 
has opened an office at 410 Texarkana 
National Bank Building. 

The Guarantee Mutual Life has also 
appointed E. Ware Foster, Jr., of Los 
Angeles, as general agent for Los An- 
geles county, exclusive of the Holly- 
wood, Pasadena and Long Beach dis- 
tricts, where three general agencies 
have been operating for some time. He 
has been in the general insurance and 
brokerage business in Los Angeles for 
several years. 





Moves Office to Hudson, Wis. 


The Pacific Mutual Life has moved 
its regional office from Minneapolis to 
Hudson, Wis. The reorganized com- 
pany has not been licensed in Minnesota 
but an office has been maintained in 
Minneapolis to service old policyholders 
in that territory. 





La Teer to Wisconsin National 


O. F. La Teer has been appointed 
general agent of the Wisconsin Na- 





New Kansas City Manager 
of Bankers Life of lowa 








H. M. SWARTHOUT 


The Bankers Life of Iowa has ap- 
pointed H. M. Swarthout of Ames, Ia., 
as Kansas City manager, succeeding 
Ralph Fischer, resigned. 

For the past six years Mr. Swarthout 
has been an.outstanding salesman in the 
Bankers Life’s Des Moines agency. For 
four consecutive years he has won mem- 
bership in the President’s Premier 
Club. 

Mr. Swarthout began his life insur- 
ance career in Kansas City in 1927 as a 
member of the Equitable Society agency 
there. He joined the Bankers Life in 
1932. 





tional Life in Peoria, Ill., and will rep- 
resent both the life and accident and 
health departments. He has been with 
the John Hancock Mutual Life for 
about five years as an agent. He has 
had considerable experience in both 
fields and has been a consistent produ- 
cer in both. 





Snow Buffalo Agency Head 


The Penn Mutual Life has appointed 
T. C. Snow general agent in Buffalo. 
He joined the H. M. Faser, Jr., agency 
in New York City in March, 1936. On 
Oct. 1 of that year he was appointed a 
unit manager. Mr. Snow received his 
A. B. at Dartmough in 1931, majoring 
with distinction in American history. 


Davis in Sioux City Post 


C. E. Davis has been appointed gen- 
eral agent in northwestern Iowa and 
southeastern South Dakota for the Lin- 
coln National Life, with offices in Sioux 
City. He has had many years of life in- 
surance experience in Nebraska, Iowa 
and Kansas. 


Guardian Life at Birmingham 


Justin Fuller and Barney Copeland 
have been appointed managers of the 
Guardian Life in Birmingham, Ala., at 
515 Watts building. They have been 
selling life insurance in Birmingham for 
some time. Mr. Fuller is a native of 
Alabama and has lived in Birmingham 
for the last 19 years. Mr. Copeland 
went to Birmingham 26 years ago, en- 
tered the University of Alabama and 
started his career as an agent in the 
city. Otis Stewart continues as associ- 
ate manager. 











DeBorst Becomes Manager 


A. H. DeBorst has been appointed 
agency manager at Grand Rapids, Mich., 
for the Northern Life of Canada. Mr. 
DeBorst has had 16 years’ experience 
in the business, starting in Kalamazoo, 
Mich., later going to Grand Rapids. 


Names Monohon in Seattle 


The Colorado Life has appointed 
O. E. Monohon manager for western 
Washington, with headquarters at Seat- 
tle. He has been in the life insurance 
business for six years. He produced 
— in his first two weeks on the 
job. 


Manhattan Life at Cincinnati 


S. Joseph Youtcheff has been ap- 
poined general agent for the Manhattan 
Life at Cincinanti, with offices in Carew 
Tower. He entered the life insurance 
business with the Acacia Mutual in Feb- 
ruary, 1938. He was previously promo- 
tional director for a clothing firm. 








Stuart St. Louis Supervisor 


W. Stanley Stuart has been appointed 
supervisor of the St. Louis agency of 
the Provident Mutual Life. 

He originally joined the Provident 
Mutual there in January, 1936. Early 
this year he went with the Continental 
Assurance of Chicago as a home office 
supervisor. 


Headley Named at Danville 


The General American Life has ap- 
pointed Carl W. Headley general agent 
at Danville, Ill., for five counties in that 
section. He was formerly in the real 
estate business and joined the Equitable 
Society in 1931 as agent at Danville, 
working under the Peoria general 
agency. He continued in that connection 
until he joined the General. 


A. W. Came With Home Life 


The Home Life announces the ap- 
pointment of A. W. Carne as general 
agent in San Francisco with offices in 
111 Sutter building. 

_He has been a resident of San Fran- 
cisco for 25 years and his entire insur- 
ance experience of 17 years has ‘been 
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NEWS ABOUT 


LIFE POLICIES 


By JOHN H. RADER 
New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 


in Policy Literature, Rate Books, etc. 


Supplementing the “Unique Manual- 


Digest” and “Little Gem.” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.50 respectively. 





Aetna Life Changes 
Forms, Dividends 


Dividends of the Aetna Life to be 
paid next year will be somewhat lower 
than on thé scale used during the last 
three years. This is because effect has 
been given in the calculations to con- 
tinued low interest rate on new invest- 
ments. 

Interest rate in the participating de- 
partment on proceeds left with the com- 
pany for all payments falling due in 
1939 and allowed on dividend accumu- 
lations will be 3 percent except where 
a higher rate is guaranteed; 3 percent 
also will be paid in the non-participat- 
ing department on funds held by the 
company except where a higher rate has 
been guaranteed. 


Interest Rate Action 


The company also Jan. 1 will pro- 
vide in new forms issued that policy 
loan interest rate will be 5 percent in- 
stead of 6 percent as now. Rate of in- 
terest guaranteed on money left on 
deposit under options will be 2% per- 
cent, and the same rate will be used 
where proceeds are payable in instal- 
ments for a fixed period of years under 
optional modes of settlement 2 and 3. 
Under mode 4, where sum insured is 
payable for a term certain and for life, 
instalments will be based upon 3 per- 
cent interest, but on a more conservative 
annuity table so instalments are some- 
what reduced from those appearing in 
present policy forms. 

In participating policies it will be 
provided that dividends may be left to 
accumulate at 2%; percent compounded 
annually. 


Announces Liberalization 


The double indemnity provision has 
been completely redrafted. Among 
changes was extension of the coverage 
to fare-paying passengers on commer- 
cial airplane routes as defined in the 
policy. 

A new plan of insurance with life 
income was introduced to take the place 
of the present plan, which is discon- 
tinued in the non-participating depart- 
ment. The new form provides income 
at maturity of $5 a month per $1,000, 
peer for 120 months certain and for 
life. 

Increased demand for endowment 
policies maturing at ages 60 and 65, 
and for whole life policies with pre- 
miums ceasing at age 65 has caused 
rates and values for these to be put in 





the new rate book, which also shows 
the amount of the endowment matur- 
ing at age 60 or 65 required to produce 
$10 income a month at maturity for ten 
years certain and for life. 


Increase “Nonpar” Rates 


Non-participating rates are being in- 
creased. If a deferred endowment is 
written payable in instalments or if an 
ordinary life policy is written as a 
monthly income policy for a term cer- 
tain, the commuted value of the instal- 
ments payable will be somewhat higher 
than heretofore, requiring slightly larger 
premium. Extra premiums required to 
make monthly income continuous for 
life also have been revised. The “pro- 
gressive” forms are being discontinued. 

The insurance with life income pro- 
viding $10 a month income per $1,000 
will be continued in the participating 
department, but the, income guaranteed 
for 120 months certain instead of 100 
months. Maturity values have been in- 
creased on thé basis of the new annuity 
table in general use, these changes 
necessitating some increase in premium 
rates. The retirement annuity policy 
will be discontinued. 

Occupational ratings have been re- 
vised. In the past double indemnity 
has been issued only at standard rates. 
The new manual provides for rating 
double indemnity in certain occupations. 

Illustrative 1939 dividends on a num- 
ber of forms are: 


Dividends at End of Year 
Ordinary Life and Family Income 
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You were born with the instinct to acquire and own things. 
has either dimmed or brightened this natural urge. 
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For those in whom this desire now burns brightly, satisfaction 
may be found in our non-cancellable, non-forfeitable agency contracts. 


GROW WITH A GROWING COMPANY. 


H. O. Hutson, Agency Vice-President 
O. R. McAtee, Director of Agencies 
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“Registered Policy Protection” 
Home Office 
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Northwestern in 
New Policy Changes 


The Northwestern Mutual has an- 
nounced to field men revised policy 
forms, rate book and dividend manual 
embodying many changes already put 
in effect or contemplated soon by a 
large number of companies, This in- 
cludes reduction of guaranteed rate of 
interest in policy options and reduction 
of the policy loan interest rate from 6 
to 5 percent. The effective date is 
Jan. 1. 

The new forms differ from the old 
series as follows: Policy loan interest 
rate, 5 percent, payable at end of year; 
dividends accumulated under general 
provision 9 (d), credited with interest 
at not less than 244) percent instead of 
3 percent; rate of interest on proceeds 
left with company under option A at 
minimum monthly rate of $2.06 per 
$1,000, instead of $2.47; basis of calcula- 
tion of minimum instalments under op- 





tion changed from 3 percent to 2% per. 
cent; instalments under option ¢ 
calculated on the same basis as the 
company’s life annuity rates of July 
this year except that there is no load. 
ing for commissions or expenses, and 
the same ruling applying to option EF: 
option D placed on minimum 2% per. 
cent basis. 


No Immediate Effect 


While guaranteed interest rate j; 
lower, the only immediate effect is to 
diminish the guaranteed part and corre. 
spondingly increase the dividend or con- 
tingent part of option payments, and 
beneficiaries would not be affected un. 
less there should be a further substan. 
tial decrease in yield on investment; 
Percy H. Evans, vice-president and ac. 
tuary, stated. 

The reason for revision of values 
available under options C and E is the 
same as that for revision of life an- 
nuity rates in July, that mortality rates 
among beneficiaries under life income 
agreements was found to be far below 
expected on which old values were 
based, and it became necessary either 
to minimize the effects of selection by 
sharply restricting freedom of élection 
of settlement involving a mortality fac- 
tor, or to increase the cost basis. Mr. 
Evans stated it was felt that at present 
service is more important than the rates 
per $1,000 on proceeds. 

The dividend manual was revised to 
give effect to the changes, the dividend 
scale of 1938 being extended without 
change to policies in force on their an- 
niversaries in 1939. 

It is understood that the total guar- 
anteed and surplus. interest rates on 
funds remain. 3.5 percent subject to 
withdrawal and 3.75 percent on non- 
withdrawable money. 


Prudential Makes 
Forms, Rates Change 


Modern premium revisions, new set- 
tlement options effective Dec. 1, and a 
new modified policy and line of juvenile 
forms are announced by the Prudential. 
“Modified 20 year term” carries reduced 
premium during first three years; divi- 
dend becomes payable at time of pre- 
mium increase, helping to offset it. 

Juvenile policies pay a graded death 
benefit of $100 per year of age at death 
under 10; in full force for $1,000 at 10 
and thereafter. Juvenile contracts are 
offered on endowment 85, 20 pay life 
and 20 year endowment plans. 

The general premium revision is mod- 
erate, ranging from 45 cents to 75 cents 
in most cases. Some higher premium 
forms carry increases up to more than 
$1. The 10 and 15 year term rates are 
unchanged. Females carry rates for 
ages five years higher than males. 


Settlement Option Changes 


Settlement options are changed to fol- 
low current trend. Option 2 life income 
with 5, 10 or 20 years guaranteed, is 
modified to conform with recently 
adopted annuity tables. The accompany- 
ing table shows the schedule of in- 
comes provided by $1,000. This change 
made necessary a larger amount of com- 
muted value under continuous income 
policies so premiums for that class are 
increased more than for regular forms. 
Income from retirement annuities also 
is affected. 

Option 3 (proceeds at interest) will 
guarantee a return of 2%! percent in- 
stead of 3 percent as before. Option 1 
(installments for specified periods) re- 
mains unchanged. It has for some time 
been based on a 3 percent interest guar- 

(CONTINUED ON LAST PAGE) 








The new Income Indicators show your 
prospect why it pays to BUY NOW 
before the option changes go into effect. 
Send $1 for three to The National Under- 
writer, 175 W. Jackson Blvd., Chicago. 
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LEGAL RESERVE FRATERNALS 





perrmennt 


Texas Congress Has 
Notable Gathering 


The Texas Fraternal Congress held 
an unusual gathering at Dallas two days 
this week with several insurance com- 
missioners present and a number of 
officials of the National Fraternal Con- 
gress, including C. L. Biggs, Maccabees, 
Detroit, N. F. C. president, and Mrs. 
Dora Alexander Talley, Woodmen 
Circle, Omaha, the past president. 

Judge Tom L. McCullough, head of 
the Praetorians of Dallas, introduced 
the visitors. Rice Wood, Homestead- 
ers, Dallas, the congress president, was 
in the chair, Judge McCullough pre- 
sided and was toastmaster at a ban- 
quet the first night. 

A feature was an insurance commis- 
sioners hour, which was attended by 
Commissioner R. L. Daniel of Texas, 
and Commissioners F. N. Julian of 
Alabama, John Sharp Williams, Mis- 
sissippi; Jess G. Read, Oklahoma, sec- 
retary National Association of Insur- 
ance Commissioners, and George M. 
Biel New Mexico. W. B. Carssow, 
Woodmen of the World, San Antonio, 
third vice-president of the congress, 
gave an address at this session. 

Mrs. Jeanie Willard, Denison, Tex., 
in the first session responded to wel- 
come by local officials, and Mrs. Eula 
Bates, Fort Worth, to welcome by J. 
W. Philp, Dallas, on behalf of fraternal- 
ists of that city. E. V. Wood, Dallas, 
reported as chairman of the credentials 
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committee. In the afternoon the first 
day Mr. Biggs gave his address. 

The second day John H. Cullom of 
the Praetorians, Dallas, secretary-treas- 
urer of the congress, read a paper on 
“Looking Backward.’ Commissioner 
Daniel of Texas spoke and L. A. Smith, 
Austin, railroad commissioner and past 
president Texas congress. 


Others Who Spoke 


Mrs. Talley gave an address, as did 
Walter Basye, editor “Fraternal Age.” 
President Wood gave his annual ad- 
dress in the afternoon. J. N. Harris, 
delegate to the Toronto annual meet- 
ing of the N. F. C., reported on that 
gathering. Secretary McCullough re- 
ported, as did the various committees, 
including: Legislative, Judge McCul- 
lough; ethics, Mrs. Lizzie V. Hays; good 
of the order, Mrs. Maggie Hyde; pub- 
licity, Mrs. Eula Bates; resolutions, Mrs. 
Shelley Sanderson; grievance, Mrs. Bess 
Dolan; and membership, Mr. Cullom. 

Mrs. Eva Huskey, Royal Neighbors, 
Greenville, is first vice-president; Reu- 
ben Young, Texas state commander 
Maccabees, Dallas, second vice-presi- 
dent; and Judge McCullough and Mr. 
Cullom, honorary life presidents. The 
board of directors includes Mrs. Lena 
A. Shugart, Woodmen Circle, Garland, 
chairman; E. H. Hellbusch, Aid Asso- 
ciation for Lutherans, Houston; Mrs. 
Leta Ashley, Degree of Honor, Fort 
Worth; Myrtle Estes, Royal Neighbors, 
Fort Worth, and A. S. MacGregor, 
Modern Woodmen, Dallas. 


Fraternalism Is Keynote 


Fraternalism as the great need for 
perpetuation of the fraternal life insur- 
ance system was the key-note of the 
convention. Representatives of 14 fra- 
ternals attended. 

Speakers said the spirit of fraternity 
should be stressed by societies; that they 
should make humanitarian works the 
paramount phase of their operations. 

Commissioner Julian of Alabama, 
president National Association of Insur- 
ance Commissioners, and Commissioner 
Daniel of Texas sounded the same note. 

“You must give renewed stress to 
fraternalism or else you will be falling 
down on the job for which the law gives 
fraternals concessions for making a part 
of their program,” Mr. Julian said. 

“It is not sufficient that you keep your 
rates adequate and your reserves am- 
ple; you need to build up your fraternal- 
ism,” Mr. Daniel commented. “You 
need to keep your budget balanced from 
the standpoint of fraternalism.” 

Evidence of fraternal accomplish- 
ments is the only way the fraternal life 
insurance system will continue to enjoy 
immunity from taxation that is required 
of commercial companies, the commis- 
sioners warned. 

The Texas congress opened its meet- 
ing on the day set aside for observ- 
ance throughout the state as “Fraternal 
Day,” which was officially declared by 
W. F. Woodul, acting governor. 

A new member was admitted to the 
congress, the Sons of Hermann Society, 
San Antonio. M. J. Werkenthin, who 
represented this society, stressed in a 
talk that to avoid heavy taxes the so- 
cieties must return strongly to the prac- 
tice of fraternity. 


Miller Is on Program 


Considerable impetus already has been 
given to this activity at a time “when 
fraternalism was never needed more 
than it is today,” R. E. Miller, national 
promotion director Woodmen of the 
World reported. 

Judge McCullough is a past presi- 
dent of the N. F. C. 

With the Texas legislature scheduled 
to convene again shortly after Jan. 1 the 
congress’ legislative program, especially 
with regard to taxes, has special impor- 
tance. Texas fraternalists are satisfied 
with the present Texas laws relating to 


fraternals, but are watchful of legislation 
regarded as inimical. 





Comparison Is Made 
with Other Fields 


(CONTINUED FROM PAGE 4) 


vestments with the assets of commer- 
cial enterprises. The life companies of 
the United States and Canada have ap- 
proximately $6,000,000,000 invested in 
mortgage loans. While this represents 
less than 20 percent of the combined 
assets of the companies, it is 17 percent 
more than the total assets of the Ameri- 
can Telephone & Telegraph Company, 
which is probably the largest commer- 
cial enterprise in the entire world. There 
are some $5,000,000,000 of life insurance 
funds invested in U. S. government 
bonds, which is less than 18 percent of 
the total life insurance assets, but is 27 








percent more than the assets of General 
Motors, Ford Motor Company, and U. 
S. Steel, combined.” 

Continuing, Mr. Fischer said: “The 
most important economic trend we as 
insurance representatives have to face 
is the increasingly smaller income ob- 
tainable from safe investments. We do 
not believe the average person realizes 
as yet the tremendous difference which 
the easy money policy of our national 
government is making in his plans for 
safeguarding the future of his family. 
We have reached the point where it is 
extremely difficult to obtain more than 
3 percent before taxes on money in- 
vested in high grade securities. 

“Most of us have been going along 
on the basis that our families could in 
some way obtain what was a few years 
ago a normal interest return on estate 
funds and have based an insurance pro- 
gram on the possibility of 5 percent, 44% 
percent, or in some conservative cases, 
4 percent income annually on the insur- 
ance proceeds. We must face the fact 
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What Is Legal Reserve 
Fraternal Life Insurance? 


(This is the third of a series of advertise- 
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of this type of protection—points that may 
not be generally understood by the other- 
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now that the trend toward still lower 
interest rates has continued, and that to 
all such people must be brought home 
the realization that they are greatly in 
need of additional protection at once. 

“It is very difficult to dislodge the 
idea from the mind of the average citi- 
zen that 5 percent or even 6 percent is 
easily obtainable on high grade invest- 
ments. The chances are that he is pay- 
ing at least 5 percent on his residence 
mortgage, and for that reason and 
others, his ideas as to what type of in- 
vestments can be made to yield 5 per- 
cent or 6 percent are very hazy. Suffice 
it to say that, if his heirs try to obtain 
any such rate as 5 percent with safety 
today, they must invest funds in at 
least semi-speculative securities of lower 
grade than trust funds such as insur- 
ance funds should be invested in. An 
important indication of the earnings on 
high grade bonds and mortgages today 
is that the prevailing savings bank in- 
terest rate in the major eastern cities 
is 2% percent and is trending toward 
2 percent. 


Unfavorable Investment Situation 


“No one can forecast how long such 
an unfavorable investment situation will 
continue, but surely there is no sign of 
any change at present, and low money 
rates may last for many years. The in- 
dividual, who is the protector of the 
future of his family, cannot wait for a 
situation such as this to change, but he 
must realize immediately what he is up 
against and must build up his protection 
to make up for this difference in income 
which has been produced in the last 
two or three years by an artificial sit- 
uation.” 

In discussing the general trend 
toward making financial provision for 
old age, Mr. Fischer said that in spite 
of their impracticable features, the many 
grandiose schemes which are constantly 
presented for adoption by individual 
states, are indicative of a growing real- 
ization that there is need for regular 
income after earning power stops.” 





VIEWED FROM NEW YORK 





New Union Central 
Offices Dedicated 


The completely rearranged and re- 
decorated offices of the Union Central 
Life’s New York City agency were 
dedicated at a special meeting this week 
at which the guest speaker was the Rev. 
Eugene Flipse, pastor of the Commu- 
nity church, Douglaston, N. Y. Dr. 
Flipse was scheduled to speak at next 
week’s meeting but pinch-hit for Vice- 
president Jerome Clark, who was to 
speak but was at the last minute de- 
tained in Cincinnati by urgent company 
business. 

Dr. Flipse gave some _ illuminating 
views on life insurance from the con- 
sumer’s point of view. Touching on 
the harm that an agent can do himself 
and his company by the wrong attitude, 
Dr. Flipse said that he had bought a 
substantial amount of insurance but had 
never purchased but one policy from 
the company from which he bought his 
first insurance. Asked about this many 
years later by a representative of the 
company, he said that it was the per- 
sonality and lack of common sense of 
the agent representing that company in 
his community. This man, he said, 
went out of his way to pick quarrels on 
social, religious, and political issues and 
conspicuously failed to regard the in- 
surance business as anything but a meal 
ticket, especially in his neglecting to 
advise Dr. Flipse that he was carrying 
the wrong kind of insurance on _ his 
children. 

Dr. Flipse also told of his own life 
insurance experiences in which he pro- 
moted the sale of more than 150 policies 
in two and one-half vears in a commu- 
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nity where many of the older members 
had religious scruples against life insur- 
ance and had lost money on account of 
a fly-by-night insurance concern in 
which they held stock going broke. He 
urged that the selling of life insurance 
be regarded not as merely a means of 
making a living but as a social respon- 
sibility and that if agents did not fol- 
low this course they would not fare so 
well in the long run. 

Dr. Flipse paid tribute to the out- 
standing qualities of the late Charles 
B. Knight, founder of the agency and 
its head for many years. Mr. Knight 
was a trustee of Dr. Flipse’s church 
when the pastor went there as a young 
minister, 


Layout Radically Changed 


The new layout of the Knight agency 
has changed the appearance of the office 
so much that it would hardly be recog- 
nized by anyone familiar with the old 
arrangement. The full-time department 
is now entirely on the fourth floor and 
the brokerage department on the fifth 
floor. Extensive use has been made of 
partitions reaching approximately half 
way to the ceiling, thereby providing 
privacy and yet permitting excellent 
light and ventilation. The location of 
the auditorium has been changed and 
the new auditorium is equipped with 
air-conditioning equipment, as is the ac- 
counting department. 

At the dedication meeting, Dr. Flipse 
was introduced by Walter E. Barton, 
president of the agency. Mr. Barton 
also called on Clarence Axman, presi- 
dent and editor of the “Eastern Under- 
writer,” who has just completed twenty- 
five years with that periodical. 


PROF. PATTERSON ON RADIO 


The life insurance contract is the 
average man’s most important form of 
property and more care should enter 
into its purchase and arrangement than 
is now usually the case, Prof. E 
Patterson of Columbia University, chair- 
man of the New York department’s 
committee on insurance law revision, 
said in a radio broadcast this week 
sponsored by the New York City Fed- 
eration of Women’s Clubs and_ the 
League of Insurance Women. Mrs. 
Kathryn Ford, president of the latter 
organization, introduced Professor Pat- 
terson. 

“The life insurance contract is one 
of the most important legal .documents 
which the average family has to deal 
with,” he pointed out. “Yet men often 
buy it with no more thought than they 
give to buying a new hat, and with far 
less thought than their wives give to 
buying a new hat. 

“Tf a man is going to make a will, 
he will call in a lawyer and think care- 
fully about the best way to dispose of 
his property. The life insurance con- 
tract disposes of a great part of his ac- 
cumulated savings and should be given 
like care. I do not mean to say that 
a man need always consult a lawyer 
before taking out life insurance. I do 
mean that he should get one or more 
insurance agents to explain to him fully 
the plans of operation of the various 
types of contracts.” 

“Professor Patterson went on to ex- 
plain what the revisers of the insurance 
law are doing to make written examina- 
tions a prerequisite for granting of life 
insurance agents’ licenses. He said that 
while some agents and companies are 
opposing it, those who are recodifying 
the law believe this requirement would 
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be in the public interest, as well as that 
of companies and agents, and suggseted 
that they write to their state senators 
and assemblymen about it. 

Professor Patterson said that the re. 
vision will endeavor to make clearer the 
law on missepresentations in applica. 
tions and suggested that in the meap- 
time applicants keep in mind the serj- 
ousness of making any error that might 
be termed material. 

As to the role that women can play 
as buyers and beneficiaries, Professor 
Patterson said: 

“Life insurance is a valuable social 
institution. It has its faults, which we 
are constantly striving to correct. [It 
will work better if the women who are 
its principal beneficiaries have an intellj- 
gent understanding of their rights and 
responsibilities.” 


JOHN J. KING AS HOST 


John J. King of New_York City, 
president of the Hooper-Holmes Bu- 
reau, has made it an annual custom for 
some years to give a dinner during the 
week of the Life Presidents meeting in 
his city, in honor of the newly elected 
president of the American Life Conven- 
tion. He continues the tradition this 
year and will feature W. T. Grant, 
president of the Business Men’s Assur- 
ance, who heads the A. L. C. The din- 
ner will be given on the evening of 
Nov. 30 at the New York Athletic Club. 


DELONG AGENCY AHEAD 


Paid business of the C. E. DeLong 
agency of the Mutual Benefit Life in 
New York City was $1,163,475 in Octo- 
ber as against $1,121,426 for the same 
month last year. This represents 200 
lives as against 190 lives for October, 
1937. For the first 10 months the total 
was $12,091,703 as against $10,819,526. 
Indications point to a considerable in- 
crease for the last two months of the 
year, as the submitted business already 
examined during October amounted to 
$2,715,968. William Louprette was the 
volume leader for October with $54,000 
paid for. S. C. Barnes led in lives 
with 16. 


Attend Swisher Luncheon 


DES MOINES—John M. Holcombe, 
Jr., and Lewis W. S. Chapman, manager 
and consultant of the Life Insurance 
Sales Research Bureau, of Hartford, 
who are in Des Moines to meet officials 
of the Equitable Life of Iowa, Bankers 
Life, Central Life, and the American 
Mutual Life, were guests at a luncheon 
in honor of S. A. Swisher, Jr., agency 
vice-president of the Equitable Life, who 
was recently elected a director of the 
bureau. 
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Sales Ideas and Suggestions 








New York Women Agents 
Discuss Building Prestige 





NEW YORK—Women agents are 
not only aware of the necessity of 
building prestige for themselves but of 
the particular opportunities which they 
as women have in this respect, it was 
indicated at the panel discussion con- 
ducted by the League of Insurance 
Women. Miss Mildred Stone, C.L.U., 
assistant secretary Mutual Benefit Life, 
who presided, pointed out that the word 
prestige has the same root as “presti- 
digitator.” She observed, however, 
that there are no tricks about prestige 
but that like prestidigitation it is no 
accident but a result of careful plan- 
ning, effort, and practice. 

Mrs. Olive Hanna, Connecticut Mu- 
tual Life, Newark, stressed the value of 
entertaining as a means of building 
prestige. Mrs. Hanna has “open house” 
at her home every Sunday afternoon at 
which she entertains neighbors, friends, 
and clients. The result is that she is 
so well known to these natural sources 
of business that most of them would 
not think of buying life insurance from 
anyone else. One client in her neigh- 
borhood expressed surprise that a strange 
agent should try to sell in that neigh- 
borhood, saying, “This is Mrs. Hanna’s 
territory.” 


Brings People Together 


Mrs. Hanna also makes it possible 
for congenial unmarried men and 
women to meet one another—a type of 
effort that is frequently very deeply 
appreciated. She has found a good 
source of prospects to be persons with 
whom her clients come in contact on 
cruises made possible through matured 
endowments. Before such clients go 
on cruises, Mrs. Hanna asks them to 
mention to other women on the cruise 
how they happen to be making the trip 
and quite a little business has come 
from this source. 

Miss Katherine R. Buckley, Penn 
Mutual, New York City, recommended 
belonging to a good club, saying that 
if one cannot afford to join many clubs 
it is better to be sure that those se- 
lected are such as to confer a degree 
of prestige on its members. She also 
recommended the reading of a good in- 
surance trade paper, saying she was 
able to get ideas on every page. 


Mrs. Joseph Speaks 


Mrs. Lillian L. Joseph, Home Life 
of New York, New York City, warned 
against the definition of prestige as 
being “weight or influence derived from 
past success,” saying that in the pres- 
sure of today no one can survive long on 
past glories or past accomplishments. 
A better definition, she said, is “a con- 
siderable power or force arising from 
station or standing, or from acknowl- 
edged excellence, character and repu- 
tation and intellect.” 

“What are the things which you are 
doing to bring prestige to yourselves 
and to your company?” Mrs. Joseph 
continued. “You live in creditable parts 
of your communities and associate with 
the right kind of people. Yes, that 
helps. You live within your means, pay 
your bills promptly and maintain a good 
credit standing and that helps. You 
wear decent but conservative clothes 
and are neat and attractive in your per- 
sonal appearance so that you will be 
rated in the class with business and 
professional women and not as one of 
the unskilled group. You are careful 
of your personal conduct and_ habits. 





You are particular about the English 
you speak. You keep posted by good 
reading so that you are rated as an in- 
telligent member of society. 


Building ‘Reputation 


“You study business to become more 
proficient and if possible take the 
C.L.U. course to broaden your knowl- 
edge, all of which enables you to ren- 
der service of the higher type to your 
clients. And above all things you are 
honest with your clients and toward 
your competitors and enjoy a reputa- 
tion for reliability and trustworthiness. 
Every one of these things which you 
are doing and those things which the 


company does all help in acquiring 
prestige.” 

Miss Leonora Olsen, manager Penn 
Mutual, New York City, spoke on 


financial prestige. She said that put- 
ting 20 percent of one’s income into 
insurance and retirement annuities 
should be rated as excellent planning, 
15 percent she termed fair and not less 
than 10 percent should go into these 
forms of insurance and savings. She 
suggested that in order to be able to 





advise other people the woman agent 
should put at least 10 percent of in- 
come into retirement annuities and in- 
surance and should then budget what is 
left. She pointed out that only by prac- 
ticing what one preaches can one at- 
tain the inner confidence that is vital 
to selling or advising about insurance. 


Ask Five Questions 


Miss Olsen suggested that women 
agents ask themselves five questions: 
First, do I have the financial prestige 
which comes from a carefully planned 
and definitely budgeted program? 
Second, do I set aside regularly a given 
amount for insurance and retirement 
annuities? Third, do I pay my bills 
promptly? Fourth, do I sometimes 
contract for more than I can pay? 
Fifth, is my credit rating A-1? 

Mrs. Dorothy S. Briggs, Equitable 
Society, New York City, said that one 
of the most valuable ways of building 
prestige for oneself, is to build up the 
prospect’s prestige in his own eyes. 
She recommended learning facts about 
the prospect, such as his achievements 
in various fields so as to be able to give 
him an intelligent appreciation of his at- 
tainments. Frequently, she said, the 
judicious build-up of the prospect’s ego 
is the deciding factor in gaining 
prestige for the agent. 

The next. meeting will be Nov. 18 at 
4:30 p. m. at the Women’s City Club. 
The topic will be “How to Find Buyers 
of Today.” 





Place Emphasis on Getting 
Prospect to Want to Buy 





With five outstanding leaders as 
speakers the Life Underwriters Asso- 
ciation of Peoria presented a strong 
safes congress program in connection 
with the fall meeting of the Illinois As- 
sociation of Life Underwriters. 

The agent’s job is to persuade those 
whom he contacts to buy life insurance 
so as to provide for dependents and old 
age, said William E. King, Mutual Ben- 
efit Life, St. Louis, in a talk on “Sell- 
ing as an Art.” Mr. King covered many 
of the points which he brought out in 
his talk at the Houston meeting of the 
National association. Interest is aroused 
in life insurance by showing the pros- 
pect what he gets if he lives, what his 
family will get if he dies and what he 
will get if he quits, said Mr. King. Peo- 
ple do what they want to do and life 
insurance should be sold on that basis. 
Nine out of 10 sales are made not be- 
cause the prospect believes what the 
salesman says, but because he believes 
the salesman believes what he says. 


Make Action Easy 


The agent should make favorable ac- 
tion easy as it is a universal trait to 
delay. Mr. King believes in the indirect 
closes by asking how the prospect 
wishes to pay for his insurance or what 
settlement provisions he wishes to make. 
The agent should take the attitude that 
the greatest service he can render a 
prospect is to insure him. He said that 
the high pressure activities in other 
fields must be met with high pressure. 
This does not mean misrepresentation 
but enthusiastic presentation. The only 
just criticism which can be thrown up 
to a life insurance man is “‘Why didn’t 
you make me buy more?” 

The strong part played by emotion 
in the sale of life insurance was 
stressed by Samuel D. Risley, Metro- 
politan Life assistant superintendent of 
agencies in the Great Lakes territory. 
Character is essential because no per- 
manent success is achieved without it. 





Courage, initiative and enterprise have 
played an important part in the devel- 
opment of the country and American 
character. Success does not just hap- 
pen—a price must be paid for it. 

People do not buy new things because 
they ought to, but because they want 
to, said Mr. Risley. The sales talk 
should develop this thought and pro- 
vide reasons for justifying the action. 
A woman wins a man not by appealing 
to his practical side, but to his emo- 
tions, said Mr. Risley in presenting an 
entertaining analogy. 


Consider Prospect’s Place 


It is necessary for the agent to be 
able to put himself in his prospect’s 
place and think the way he does. If 
he talks for 10 minutes on retirement 
income, he should devote about one 
minute to the technical details and nine 
minutes to the benefits derived, with de- 
tails about foreign travel, leisure. 
chicken farms, etc. Too often the real 
purpose of making the prospect want 
to act is lost in sales technique. Fig- 
ures, net costs, etc., should be avoided 








Shows Prospect How He 
Can Get More Income 


By using the new Income Indi- 
cators agents of companies revis- 
ing option provisions can show 
prospects how they can secure 
from 5 to 10 percent more month- 
ly income bv buying life insur- 
ance now before the chanves go 
into effect. The Income Indica- 
tors sell for 50 cents each, three 
for $1 or eight for $2 and can be 
secured from The National Un- 


derwriter. 175 West Jackson 
boulevard, Chicago. Send cash 
with order. 











and should be replaced by emotional 
and practical human appeals. 

A change in emphasis from problem 
selling to purpose selling was urged by 
Holgar J. Johnson, president National 


association and Pittsburgh general 
agent of the Penn Mutual Life. When 
business began to slump, his agency 
studied the situation and found that, al- 
though economic conditions were re 
sponsible to some extent, the funda- 
mental cause was that selling methods 
were outmoded. People were more 
skeptical and wanted more information. 
It was decided to change the procedure 
from need or problem selling, which is 
negative selling, to purpose selling, 
based on the idea of setting up a broad 
plan for living. Most people tend to 
exaggerate one segment of their life’s 
activities rather than adopt a _ broad 
program. For example, a man may be 
imbued with the idea that he wants to 
retire at 55 without taking into consid- 
eration other factors for which life in- 
surance provides. 


Throw up Their Guard 


Men usually hesitate to divulge their 
problems and they automatically throw 
up a guard when the salesman starts 
talking problems. On the contrary, they 
are always willing to talk about their 
hopes and ambitions and in the course 
of such a conversation a man’s particu- 
lar problems are brought out. In view- 
ing a man’s plans for the future, it is 
necessary to give consideration to the 
fact that he has to live today and take 
care of his responsibilities. However, 
unless a plan is made for the future, 
his present needs will absorb all avail- 
able money. Men want to live in good 


neighborhoods, drive good cars and 
have their children go to the best 
schools, and all this takes funds. Al- 


though most men have a vague idea of 
their plans for the future, they usually 
take the easiest way out and conclude 
they have plenty of time in which to 
formulate them. 

In looking at his broad plan of life 
the: prospect wants to prepare for the 
harvest time when he wishes to do cer- 
tain things and relax from his regular 
duties; he wants to have enouch cash 
on hand to meet emergencies. The key, 
however, to every man’s desire is for im- 
mortality. He wants to leave an imprint 
somewhere whether it is in historv, busi- 
ness Or even a monument. When a 
man talks about the things he wants to 
leave behind, he discusses his hones an-{ 
the things he wants to do, in building 
a better plan of living, not what he has 
to do or what he should do. 


Coolidge Talks on Buymanship 


Robert B. Coolidge, superintendent of 
agencies Aetna Life, gave his talk on 
“Buymanship,” which he says is the art 
of leading the buyer to buy rather than 
sell him. He analyzed how men buy 
other things and said that the common 
denominator is to make the buyer feel 
unhappy or uncomfortable about his 
present situation and to provide a solu- 
tion to it, Program selling failed at first 
because it didn’t have the buymanship 
element. Mr. Coolidge stressed the 
point that it is necessary to hold down 
the program requirements of the pros- 
pect when estimating them so that he 
will feel they are too low. If he feels 
$200 a month is adequate, for example, 
the agent should suggest that it be cut 
down to $150. In this way when he is 
shown what his present life insurance 
will provide, which is usually less than 
his requirements, he is doubly im- 
pressed with its inadequacy. 

C. Vivian Anderson, Provident Mu- 
tual, Cincinnati, past president National 
association, spoke on “How Income 
Options Increase Income.” He said he 
never saw a man who had made a rec- 
or who wasn’t willing to punish him- 
self. 
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Prudential Makes Forms 
and Rate Changes 


(CONTINUED FROM PAGE 24) 
antee such as other companies expect 
to adopt Jan. 1. 

Settlement Option 2 
(Monthly Life Income with Guaranteed 
Certain Period—Male) 
Certain Period Certain Period 
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Supervisor's Job Analyzed 
by Malcolm Williams 


PITTSBURGH—Types_ of _ super- 
visors fall generally into three classes, 
Malcolm L. Williams, assistant manager 
of agencies for the Provident Mutual, 
Philadelphia, said at the luncheon of 
the Supervisors Club of the Pittsburgh 
Life Underwriters Association. 

The three classes, Mr. Williams 
stated, are the young man who is being 
tried out on the job, who depends 
largely on his personal production and 
is only a few steps removed from the 
field; the career man, who is doing 
everything he can to learn the job thor- 
oughly and is looking forward to the 
day when he will be a manager or gen- 
eral agent, and the agency assistant, 
satisfied with his job and his town and 
planning to hold the job for some time. 


Know His Job 


There are many things the career 
supervisors can do to draw the attention 
of the home office men who control 
such careers, Mr. Williams declared. 
At the beginning, the supervisor should 
know what is expected of him and make 
certain that his general agent or man- 
ager clearly defines the job. When he 
accomplishes something really worth 
while, he should let the home office 
know it. It is comparatively easy to 
point out achievements when the next 
home office visitor comes to town, Mr. 
Williams continued, suggesting that the 
supervisor spend a little time with the 
home office man, acquainting him with 
the supervisor’s plans, accomplishments 
and possibilities. 

Mr. Williams believes that a super- 
visor should write some personal busi- 
ness. He suggested $120,000 a year 
as a reasonable amount. 


Ease Recruiting Problem 


The recruiting problem can be eased 
by a little intelligent planning, accord- 
ing to Mr. Williams. He pointed out 
that the average supervisor starts the 
hard way, overlooking his old policy- 
holders and friends as potential agents. 
Instead of going after the men he knows 
can make good and selling them the 
career, he said, the average supervisor 
rounds up a group of strangers and 
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attempts to select the proper one. 

An agent’s policyholders can be used, 
if the agent is willing to cooperate, by 
calling on 10 of them every week. The 
supervisor should begin by praising the 
agent who wrote the business. He 
should then ask for leads for the agent, 
by asking the policyholder if he can 





suggest new customers. Whether he 


gets leads or not, Mr. Williams suggest; 
that the supervisor tell the policyholde 
that the agency is proud of its repre. 
sentatives and is looking for anothe 
mian or two to add to the sales force 
This system not only strengthens the 
agent who wrote the case, but also 
creates prestige for the supervisor with 
the agent. Moreover, it appreciably 
eases the recruiting problem. j 


Make List of Acquaintances 


Mr. Williams suggested that the new 
man be requested to make a complete 
list of everybody he knows instead. of 
the customary 50 or 100. If he doesn't 
make a list, he should be dropped imme. 
diately. If he objects to selling his 
friends, he should be sold on the service 
he has to offer. If he can’t make a list, 
he should not be hired because he.-has 
no market. If he makes the list and 
for some reason doesn’t enter the busi. 
ness, his permission should be secured 
to use his prospects for soliciting, Mr. 
Williams concluded. 








Methods Followed in 
Building a Finer Morale 


Carl A. Peterson, superintendent of 
agents of the Northwestern National 
Life, in his talk before the Life Agency 
Officers in Chicago said that at the be- 
ginning of the depression managers 
seemed discouraged and the morale 
sank. Therefore it was up to the agency 
department to try and recusitate these 
people. It was felt best so far as his 
company was concerned to have round 
table discussions in agency building 
problems. The attendance was fixed at 
10. They occupied two weeks’ time. 
President O. J. Arnold opened each 
round table and outlined the scope of 
the two weeks. He said there would be 
no social affairs. The time during the 
day would be fully occupied in the 
round table and the evenings would be 
taken up with assignments or reviews 
of the subjects discussed during the day. 


Objectives Were Stated 


The objectives of this round table 
plan were summarized as follows: 

1. To enable each manager to get a 
better understanding of his agency 
building problems; to give him the ben- 
efit of the collective knowledge of all of 
them, plus what the home ‘office would 
contribute, and to coach each one indi- 
vidually in the things he should be 
doing. 

2. To map out with each one a plan 
of agency management and agency 
building. 

3. With a better understanding of how 
all could improve themselves and with 
a definite program of development, to 
see if the men could not bring about 
the proper frame of mind which would 
enable them to do a job of which all 
could be proud. 


Underwriting Men Criticized 


In almost all organizations there was 
increased criticism ‘of the underwriting 
department. The report was that the 
department was getting “tougher.” It 
was afraid of big cases. It was almost 
impossible to get through an applica- 
tion over $10,000, etc. Hence the first 
subject tackled was underwriting. There 
was a frank discussion. of underwriting 
problems by one of the medical men, 
questions were asked and a careful re- 
view of the situation was made. 

He said it is the practice of his home 
office to hold each week an underwrit- 
ing review session attended by the med- 
ical men, underwriting, agency officers 
and actuaries. All rejected, rated up 
and border line cases acted on during 
the week are reviewed and discussed. 
The managers in attendance at the 
round table were invited to attend one 





of these sessions as observers. One 
remarkable result, he said, of this at- 


tendance was the sentiment that in gen- 
eral the men felt the underwriting de- 
partment had been too liberal. 

Following the underwriting review, 
then questions as to agency building, 
recruiting, training new men, group mo- 
tivation, individual motivation, conser- 
vation, office management, time control, 
sales coaching and agency building 
plans were discussed. Recruiting was 
divided into three sections, prospecting, 
selection and selling the job. 

The advantages of following an es- 
tablished training plan were carefully 
brought out. An organized training pro- 
cedure, he added, visualizes to the 
prospective agent the job he has to do 
to succeed and enables him to under- 
stand more clearly the assistance he can 
expect from the manager in getting 
under way in life insurance. 


Set Up Agency Plan 


The last assignment was for each man 
to set up an agency building plan of his 
own to suit his particular territory and 
circumstances. Each month a checkup 
of reports is made at the home office 
and continuing advisory activity is car- 
ried out by personal contact in the field 
with the manager. } 

Mr. Peterson said the home office 1s 
quite enthusiastic over the results 
achieved from these round tables. It 
gives men a definite and clear road to 
follow. Since this system was put into 
effect Mr. Peterson said that the quality 
of men recruited has been considerably 
higher than before. There has been a 
very noticeable increase in the number 
of new men recruited. Approximately 
20 percent of the managers who at- 
tended the round table, he continued, 
have reported that they have now 
recruited all the new men they can 
train for the time being. Because of the 
much higher average quality of the new 
men, Mr. Peterson said that the com- 
pany will have in the future a better 
reservoir from which to draw managers 
of higher quality. They, in turn, W! 
be able to recruit better men. 


Sees Threat of Socialization 


There is a direct threat of state 1- 
surance which the business must rec 
ognize and take steps to combat, - 
missioner Goodcell of California told 
the General Agents & Managers Ass0- 
ciation of Oakland, Cal., at a — 
luncheon meeting. He again stresse 
the need for higher standards of quali- 
fication of agents and brokers, Ging 
sizing his opinion that only through the 
type of service comparable to a proles: 
sional counselor can the trend towar 
socialization be stopped. , 
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ORCHIDS to these Officers of our E] Capitan-Leading 


Producers Club who earned their rank by amassing 
the largest volumes of quality-adjusted paid-for busi- 





ness. 


G. GUY YOUNG 
Sacramento Agency 
PRESIDENT 


GEORGE W. COE 


Home Office Agency 
2ND VICE PRES. 


SOL MINZER 
Dallas Agency 
1ST VICE PRES. 


GEORGE J. McKEON 
San Diego Agency 
3RD VICE PRES. 
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HOME OFFICE SACRAMENTO 































Recognized everywhere 
as 


CENTRAL LIFE 


ASSURANCE SOCIETY 


HOME OFFICE ° DES MOINES 




























AMERICAN NATIONAL 
INSURANCE COMPANY 


GALVESTON, TEXAS 
W. L. MOODY, JR., President 


* 
Thirty-third Annual Statement, December 31, 1937 


Insurance in force 


$671,629,425.00 


AMO 


Industrial and Ordinary 


Operating from Coast to Coast, from the Great 
Lakes to the Gulf, in Cuba, Puerto Rico and Hawaii 





Friendly @ Progressive @ Strong 
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“He’s Another 
Life Insurance 


Man. 


If that’s all the prospect knows about him— 


what chance has he to make a sale? 


leh MAY BE a good sincere underwriter—know how to ar- 
range life insurance programs to the best possible ad- 
vantage of the client. But if, in the mind of this prospect, 
he’s just another life insurance man—he’s sunk. 


He needs what life underwriters call prestige—what the 
man in the street calls a “build up.” With prestige and 
ability—he’ll go places. Without both he’s lost. 


THE EsTATE-O-GRAPH can’t give you ability. It can give 
you prestige—and sales if you have the ability to back up 
this prestige. 

Here’s how hundreds of life underwriters are building 
prestige for themselves in a dignified manner and without 
a Int of expense. 

They send copies of this unusual pictorial to a selected 
list of prospects. THE ESTATE-O-GRAPH acts as their ad- 


vance agent. It builds them up with prospects. It interests 


the prospect because it pictures his problems. It makes the 
prospect acutely conscious of these problems. And it builds 
the underwriter up as the man who can help these pros- 
pects solve their problems. 


The beauty of this plan is that you can concentrate on 
a small list of logical prospects, follow up your mailings, sell 
these prospects and then gradually broaden your sphere of 
activity. You advertise as you sell, by selecting logical pros- 
pects and concentrating on them. 


What The Estate-O-Graph Is 


THE EsTATE-O-GRAPH is a monthly pictorial visualizing 
the benefits of life insurance for the man who buys it. Each 


issue contains 8 pages of motivating pictures visualizing 
some benefit of life insurance. The pictures are interesting, 
convincing. They show how life insurance meets the needs 
of real people in real, true to life situations. 


It is your publication. Your individual imprint is carried 
on both the front and back pages. It can carry your picture 
on one of the covers if you wish. Except in the larger cities, 
it is sold on the exclusive basis. 


THE EstaTe-O-GRAPH is printed in rotogravure. It is 
an attractive and impressive looking magazine, the kind you 


‘want to represent you with prospects. 


THE EsTATE-O-GRAPH advertises YOU. It builds you up 
in the minds of prospects—gives you that much-needed pres- 
tige. When you call, you have a far better chance of being 
well received, of getting a good interview, than you would 
have if you went in unknown and unannounced. 


The Estate-O-Graph Portfolio 


This portfolio contains samples of 12 different issues of 
THE ESTATE-O-GRAPH and information regarding the serv- 
ice. It shows you how the service is being used by other 
underwriters. With the sample copies you can test the pic- 
ture appeal by using them in personal solicitation and noting 
the results. 


The portfolio is sent upon receipt of 25 cents. Address the 
National Underwriter Company, 175 West Jackson Blvd., 
Chicago, Illinois, or ask any National Underwriter repre- 
sentative. 





